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Why is UNISHANK of importance in this portrayal of faultless 
UNISHANK simplicity and youthful charm? All the vitality and grace of her 
poise depend upon the strength and rigid support built into 


the shanks of those delicate, snug-fitting shoes. 


With UNISHANK they will not let her down! 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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APRIL—long waited for—is only 
a few days away. It will play a 
part in business history as signal- 
izing the month of “appeasement” 
between government and business. 
(I knew I'd get that word “appease- 
ment” in somewhere. It has been 
used everywhere else—why not in 
the V. of T.) 

Now let’s get down to cases! 
April shoe selling will rise to a 
high peak and compensate for the 
poor opening quarter of the year. 


The first season—it has five Satur- 
days, for those stores that have a 
peak of sales on that day. The first 
Saturday is just before Palm Sun- 
day and if previous custom is any 
indicator, it will be the top selling 
day of the year. It always has and 
we see no reason why it shouldn't 
again. 

From Monday, April 3 to Satur- 
day, April 8, is the pre-Easter 
week that rings cash registers in 
all stores, everywhere. In many 
parts of the country this has been 
a long, snowy, heavy-dress Win- 


ter, riding well into March—with 
old shoes, rubbers, etc. If shoe re- 
tailing is “fittin’ for to go” it 
should be tops that week. 





Remember, also, National Base- 
ball Week is April 1 to 8 and for 
fans everywhere this means a 
change from the Winter stove cir- 
cuit to ball park madness. 

From April 10 to 15—-National 
Foot Health Week—and mark our 
word for it—toes will start pop- 
ping pains and aches and corns 
when the sap in the system starts 
to swell in the balmy days of 
Spring. There have been many rea- 
sons for a revival of shoe fitting, 
orthopedic and corrective feature 
selling; and this is the week, pro- 
viding it is pushed and promoted. 

For the week of the 17th to the 
22nd, the Old Shoe Dog’s almanac 
says: “Coast awhile.” You just 
can’t have peak selling days every 
day. Sizes are shot and need in 
stock and the country is getting 
ready for the following week, when 
thousands of first Fair fans will be 
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on their way to New York to the 
official opening of the New York 
World’s Fair on April 30. The Pa- 
cific Fleet arrives in the Hudson 
and that means shoes for the boys 
that want to get into “civvies.” 

All in all, the month of April 
has the biggest promise of any 
month in the year and that’s said 
with a realization of the fact that 
in previous years, in general mer- 
chandising, April ranks fourth, but 
the batting average jumps because 
of the five-week month and the 
aforementioned factors. You'll have 
twenty-six selling days. Make ‘em 
count! 


WV ATCH the unpredictable! Fifth 
Avenue is all a-dither over spats 

not the conventional spatter-dash 
(long for spat)—“a legging or 
gaiter extending to the knee, excel- 
lent as a protection from water and 
mud” and perhaps not as a Spat— 
“to dispute, to quarrel in verbal 
manner”—hbut rather as an open 
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heel, open toe with a filled-in mid- 
dle riding high on the instep. 

The spat idea is really i 
on and we credit RUSSEKS, Fifth 
Avenue—in their own words: “We 
were the first to revive the spat 
shoe early last Fall. Now it is the 
most conversation-provoking shoe 
of the new season. Smart women 
love the way it hugs the instep— 
giving that extra support so con- 
ducive to good carriage.” 

Now here’s where the “spat” 
(verbal dispute) comes in! There 
will be other shops on Fifth Ave- 
nue who will contend that they 
were the first! But, be that as it 
may, the idea of filling in the in- 
step of the shoe points to the direc- 
tion of Fall fashions in forecast. 





STORMY Winter cleans out stocks 
of waterproof footwear! A recent 
survey of both manufacturers and 
distributors discloses that stocks of 
waterproof footwear have been 
greatly reduced as a result of the 
heavy snow and wet weather ex- 
perienced during the past Winter, 
which was much more severe in 
this respect than the two previous 
seasons. 

Manufacturers’ stocks are sub- 
stantially lower than they were a 
year ago, having declined by about 
three million pairs in the past 
twelve months. 

As for stocks of wholesalers’ and 
retailers’, careful checks in all parts 
of the country indicate conclusively 
that they are much lower than 
they have been for many years, in 
fact, that their shelves are practi- 
cally bare of waterproof footwear. 
This is not surprising when it is 
recalled that a severe snow storm 
blanketed the entire eastern part of 
the country as early as Thanksgiv- 
ing; that it was followed by numer- 
ous snows all over the country at 
various times, and that during the 
middle of Merch the entire eastern 
part of the country suffered a two- 
day blizzard of unusual severity, ac- 


BOOT anv SHOE RECORDER, March 25, 1939 








—General Motors’ great Kettering 
once said: “Intelligent stumbling 
is far better than unintelligent 
standing still." 

—Might it not be truly said that all 
progress comes from intelligent 
stumbling? 

—lIf the pioneers had been afraid 

to venture further into unknown 


has sudd 
—Possibly “ne light tum. 


bling might be a len invest- 


ment right now. 





companied by a deep snow. Reports 
from several trade centers indicate 
that many retailers were unable to 
supply the rubber footwear needed 
as a result of the last storm. 

The widely-known shortage of 
distributors’ stocks, plus the sharp 
decline in manufacturers’ inven- 
tories, indicate the probability of a 
tight delivery situation for 1939- 
1940. 


@PTIMISTIC Bill Burger, popular 
New York representative and style 
man of Stewart & Potter Co., branch 
of the United Last Company, has 
been out in the mid-west territory 
with representatives of the Krentler 
Bros. Co. branch. He reports a 
most encouraging optimism among 


shoe manufacturers and a keen in- 
terest in new wood. The last shall 
be first. 

* 7 = . 
JOSEPH F. JANESKI of the Nis- 
ley Store, Fifth Avenue, Pittsburgh, 
Pa., says: 

“The question ‘Is This A Shoe 
Business?’ in your column, The 
Editor’s Outlook, subject ‘Open 
Toe—Symbol of the Times’ is most 
timely and should arouse interest 
and support of every man in the 
shoe business who looks ahead to 
the future and takes his responsi- 
bility of fitting feet very seriously. 

“The open toe and heel is a 





scourge on both retailer and manu- 
facturer. What type of young men 
can we hope to induce to take up 
shoe fitting as an honorable profes- 
sion if the leaders in this great 
industry are making a laughing 
stock of the men selling shoes who 
have ideals and principles that are 
fine and decent? 

“Do men require much knowl- 
edge to peddle these shoes? What 
can I say to the young man enter- 
ing the shoe business who is being 
taught the fundamentals of leath- 
ers, construction of shoes and the 
anatomy of the foot when he looks 
at the shoes of today? 

“I love the shoe business. My 
ambition is to lift it to a higher 
plane, but what can an individual 
accomplish against such odds and 
madness? 

“May I urge you to continually 
appeal to the leaders in the shoe in- 
dustry to return the sane old meth- 
ods of styling shoes using more 
leather, at least enough to cover 
the feet, built over lasts that will 
give greater comfort, correct pos- 
ture and make shoes the homes of 
happy feet. If we must have shoe 
fashions, let us keep them within 
their bounds.” 
PAULINE ROWE, fashion direc- 
tor of I. Miller & Sons, Inc., served 
as consultant to the community in 
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a two-day appearance at the Im- 
perial Shoe Store in New Orleans. 
The petite fashionist broke into the 
news as follows: 

“The fact that women who are 
used to the modern tempo do not 
want to take the time to fasten 
buttons or buckles on their shoes 
has inspired the use of elasticized 
materials. The fabrics will stretch 
to allow the foot to slip in and 
then will contract to mold the foot 
snugly. Thus time is saved and 
beauty and comfort are increased.” 

In visiting stores throughout the 
country, Miss Rowe acts as a con- 
sultant on any fashion problems 
and is particularly interested in 
helping women to create ensembles 
by choosing perfectly coordinated 
accessories. 

THE first annual National RED 
CROSS SHOE Week—March 11 to 
18—was a surprising indication of 
the efficacy of newspaper advertis- 
ing. The ad appeared in the New 
York Times and the Chicago Trib- 
une on the back page of the roto- 
gravure section, in four colors, list- 
ing the merchants in cities in the 
proximity of a dozen states; and 


the shoes illustrated were black, 
blue and colors. 

Sunday, March 12, was a stormy 
day of almost blizzard proportion 
and Monday was slushy under foot, 
but “neither snow nor rain nor 
sleet” stayed the customers from 
their appointments with shoe mer- 
chants. All stores seemed to benefit 
by the arousement of interest in 
shoes so dramatically heralded. 


—1 JUST DARE YOu 
TO PLEASE ME 7 


APOLOGIES to Joyce Kilmer 
(By A Shoe Customer) 


I think that I shall never see 

A salesman who can wait on me, 

A salesman who can ever find 

The shoes I think I have in mind; 
A man with stock enough, indeed, 

To meet my half-imagined need. 

A salesman who can smile away 
The cutting things I like to say; 

A salesman, who though he for years 
Has pleased ten thousand of my peers, 
Can ever hope while here below 

To fit my instep or my toe, 
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Can ever please this foot of mine, 

r hear me say, “I like it fine!” 
Yes, salesmen all are dubs you see— 
I doubt that God could wait on me! 


—J. Eow. Turrr 
BB. MacDONALD, manager of 
the Marbridge Building (34th Street 
and Broadway), celebrates the re- 
moval of the Sixth Avenue Elevated 
structure by having the exterior of 
the famous Shoe Center building 
washed, scrubbed and _ cleaned, 
painted and polished to greet the 
daily sun and to preface the New 
York World’s Fair. There is a move 
on foot among the 175 shoe con- 
cerns that inhabit the Marbridge 
Building to call that famous square 
by a new name—the Shoe Square— 
because not only is it the “tops” in 
retail shoe selling but “super-tops” 
in orders placed in any shoe build- 
ing in the world. 

So, when you come to New York, 
stand on the Macy corner and look 
at the famous Marbridge Building 
with an appreciative eye to its size 
and symmetry, also to the fact that 
it contains the friendliest represen- 
tatives of shoe and allied concerns 
who bid one and all welcome to. 
New York during the Fair year. 


































































**(USTOMERS were buying colors rather than spe- 
cial styles,” reported a leading New York department 
store at the end of a recent busy Saturday. 

No doubt about it, color is number one fashion news 
this Spring. Every cable from Paris, every report from 
our own style centers, adds a new color or combination 
of colors to the list. 

As far back as January, the Fashion Department of 
Boot anp SHor Recorver sat down and took stock 
of this color situation to see what we could do to clarify 
it in relation to the shoe merchant’s needs. The result 
has been our series of color co-ordination charts which 
we have called “The Seven Keys of Color Harmony.” 
These have appeared in five issues, beginning with the 
Feb. 11 issue and ending with the March 18 issue. In this 
week-by-week presentation, we have followed the cur- 
rent market, showing significant costume and shoe 
silhouettes and reporting important new colors and 
co-ordination ideas in shoes and accessories. 

From this survey and from the developments of the 
past week, several very definite trends have emerged. 
They are in marked contrast with each other but they 
are all important for the immediate future and all 
should be watched in relation to later developments. 


HOW DO WE STAND 
NOW ON THE 


COLOR SITUATION? 


Three fashions from a group of eight chosen 
by leading style experts for an informal style 
revue at a recent luncheon of the Fashion 
Group of New York at the Hotel Biltmore 
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First, there is the trend to color—color in general as 
opposed to neutrals, including black, navy blue, a new 
very dark green called “Navy Green,” and, of course, 
beige and gray. All kinds of colors are popular this 
season—pastels as well as brilliant tones. 

Second, there is the trend to combining contrasting 
colors of many types and kinds. 

The newest idea of the season—now firmly estab- 
lished in the volume price range—has been the use 
of unusual combinations, such as the very popular 
fuchsia with chartreuse or lime green with navy blue, 
for instance. The “off-shades”—like chartreuse—as 
opposed to the positive primary tones are all very im- 
portant, combined either with another “off-shade” or a 
neutral or a clear positive color. 

A second type of combination is the use of two or 
more primary colors as blue, yellow and red. Some of 
this is due to the new trend to “gypsy” silhouettes and 
colors. 


A THIRD kind of combination, giving contrast, is the 
highlighting of a neutral costume with one bright accent 
color. This idea is still high style, although it is rapidly 
growing in popular favor. The recent launching from 
Paris of a clear, bright red under the name of “Stop 
Red” to be used as the one brilliant spot of color on 
a black and white or navy and white ensemble is an 
example of this trend. The same idea could be carried 
out with another color than red as in the use of bright 
green with black and white in the accompanying illus- 
tration. Any brilliant spot of color on a “Navy Green,” 
beige, gray, or brown and white costume would also 
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As the Season Advances and Several Important Trends Emerge, We 


Present This Summary of Our “Seven Keys of Color Harmony” and 


More Recent Developments as a Guide to Promotion and Merchandising 


of Color in Shoes and Accessories. Including Handbags and Gloves 


belong in this type of co-ordination. (Brown and white 
prints, by the by, are increasingly important.) 

The importance of bright red as an accent has been a 
recent feature of many Fifth Avenue displays. “Flash 
Red,” “Fire Engine Red” and “spark of red” are some 
of the expressions used, as well as the original “Stop 
Red.” 

Third, is the trend to close blending of colors. This 
is perhaps the most difficult type of co-ordination to 


Watch these 


being used in this way—imauve to purple; pink to deep 
rose or raspberry; pale to deep blue; yellow to green. 
with many of the greens having a yellow cast and the 
yellows, a green tinge; and beige to brown, including 
many tonalities with a reddish tinge. 

So, we say, look to your colors, to your unusual con- 
trasts in off-shades, your vivid contrasts and your subtle 
blends. But, look also to your neutrals—your navy 
blue, your black, beige, gray and—newest note—your 
“Navy Green.” And as the season progresses, to yout 
whites which have bigger possibilities than ever this 
year. 


Treads in 


Colter and Silhouettes: 


Growing Importance of 


Neutrals, of Dark Celors 


for Summer in Town, of 


Slim Silhouettes, ef Sailor 


Hats. 


achieve successfully, but it is one of the smartest and 
most lovely when well-done. Several color families are 


A double purpose costume for town and coun- 
try was Mrs. Carroll Carstair’s choice in this 
navy blue silk jersey dress, worn without the 
contrasting natural chamois skirt in town and 
under the skirt for a country outfit. Any num- 
ber of smart c contrasts could be worked 
out in the dress and skirt, but the dark dress 
for Summer in town and the gold skirt for 
country are smart 1939 color ideas. 
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RaymMonp G. Twyrerrort 
photographed in his Fifth 
Avenue establishment  co- 
ordinating shoes with men’s 
apparel. This photo exclu- 
sively for Boot and Shoe 
Recorder by George Pelzer 


SHOES in the MAN’S WARDROBE 


An Excerpt from the Report of The Merchant Tailors of 
the United States and Canada, as Prepared by Raymond 
Twyeffort, Custom Tailor and Men’s Style Authority 


WE should realize that man’s shoes are equally de- 
pendent upon the rest of his dress, and for this reason 
we should advocate the correct type of shoe for every 
occasion, and in view of the big vocabulary of color and 
design in woolens, and with new design and color in 
garments for occasion, this will offer a still greater op- 
portunity for the shoe industries of America to correctly 
complement the new garments with a variety of shoes of 
new design and color. We will see more individuality 
expressed in shoe wear than for the last decade. Younger 
men, particularly those who are influenced by our new 
colorful environment in industry and all products, de- 
sire shoes which have greater style appeal and individu- 
ality. In view of the fact that men’s attire is greatly 
influenced by our immediate environment, and that dress 
today is merely a portrayal and a mirror of the appeal- 
ing colorful background in which we live, we now have 
a high preponderance of brown and color in men’s 


shoes as against the staple black which led up until 1934. 
Black shoes are now accepted as a staple utilitarian 
product only, and are necessary to complement the more 
formal type of clothing, and dressier types of every day 
suitings. For evening wear, we shall see shoes in blue 
enamel, and grosgrain silks, to be worn with tails, and 
to complement the new accepted colored dinner suits 
which are now gaining in favor, a great opportunity is 
here for deep rich colored reverse antelope, Oxfords and 
pumps, in blue, green, wine, and other colors. For 
business and town wear, a greater latitude in design 
should be advocated to instill a greater appreciation for 
individuality even in footwear than ever before. For all 
leisure sports and outing use, there will be a tremendous 
variety of shoes combining leather and fabric, and a big 
demand for white shoes with a variety of subdued 

[TURN TO PAGE 43, PLEASE] 
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Nazi Coup Nullifies Czeeh Trade Pact 


The Bata Works at Zlin, in what was formerly south eastern Czecho- 
Slovakia, has employed as many as 40,000 people and is one of the world’s 
largest industrial centers. Business, which had dropped off more than 50 per 


i 


— ae lCUllCm CSU OO el 


cent during the Sudeten crisis last September, recently bounced back to far 
above normal. The city of Zlin is said to be the closest ay to a model 
“ t 


American factory town in all Europe. Calling itself a 


tle America,” it 


boasts modern daylight buildings, clean homes for workers built to face the 
sun, beautiful streets and parks. Photo shows a general view ae e main 
o 


entrance to the Bata Plant at Zlin, located on Labor Square, s 
m 


wing the 


odern buildings and spacious grounds. 


WASHINGTON, D. C.—The Czechoslovakian trade 
agreement, under which this country granted substan- 
tial tariff concessions on McKay sewed, molded sandals 
and fabric upper shoes when it became effective in 
April, 1938, was in effect abrogated last week by action 
of the Treasury Department as a result of the German 
occupation of three provinces in Czechoslovakia. 

The following telegram was sent on March 17 to all 
United States Collectors of Customs at the request of 
the State Department, which declined to recognize any 
legal basis for the so-called “protection” over the terri- 
tory assumed by the German authorities: 

“The State Department having today advised Trea- 
sury Department that in view of the recent military 
occupation of the Provinces of Bohemia, Moravia and 
Slovakia of Czechoslovakia by German armed forces 
and the assumption of control over these areas by 
German authorities, the State Department . . . is con- 
strained by force of the foregoing circumstances to 
regard the above-mentioned Provinces as now being 
under the de facto administration of the German 
authorities, products of areas mentioned exported from 
any country on or after March 18, 1939, shall be re- 
garded as products of Germany for the purposes of 
the marking provisions of the Tariff Act of 1930 and 
for determining applicable rates of duty. Give im- 
porters all possible notice. Apply provisions article 
822 (e) Customs Regulations 1937 in determining 
dates of exportation.” 

It was explained that while the trade agreement with 
Czechoslovakia has not in fact been terminated—this 
requires six months’ notice by either country--—the effect 


Action of Treasury Department Proclaiming 
Products of Occupied Provinces Subject to Ger- 
man Tariff Rates Amounts in Effect to Abroga- 
tion of Treaty, Although Formal Action Re- 
quires Six Months—Future Status of Huge 
Bata Shoe Industry Shrouded in Uncertainty, 
but Exports to U.S. Will Be at Distinct Dis- 
advantage if Not Excluded from the Market 


by L. W. MOFFETT 


Washington Editor, Boot ann SHoe Recorper 


of the Treasury’s order was to abrogate the agreement 
insofar as shoes and other commodities moving from 
the three provinces to this country are concerned. Auto- 
matically, the tariff rates on the types of shoes covered 
in the agreement will be hiked to former levels; namely, 
the existing 20 per cent duty on molded soled sandals 
will revert to the previous rate of 30 per cent; on 
McKay sewed shoes from the existing 20 per cent rate 
to 30 per cent; and on leather soled shoes with fabric 
uppers from 25 per cent back to 35 per cent. The 20 
per cent rate of duty for cemented shoes was merely 
bound by the agreement and will continue at that rate. 
Whether or not the countervailing duty of 25 per 
cent over and above the normal tariffs charged on 
dutiable goods, which the Treasury Department has 
announced may be invoked against Germany unless it 
[TURN TO PAGE 43, PLEASE] 
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Retail Shoe Store 


1 THIS will be a big shop- 


your window d 
day. Put in a display card 
reading, “It's April Fools’ Day 
But We're Not Fooling When 
We Say These Are Best 
Easter Footwear Values In 
Town!" Be sure all your ad- 
vertised values are prominently 
displayed. 


your stocks will be in, on the 
Monday morning following 
Easter. There's a good selling 
— after Easter. Be sure 


you 
adequate stocks of the popular 
sellers in footwear and hosiery. 
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advance planning! 


CALENDAR 
For APRIL 








6 DID yesterday's stock 

om Far PPoe you 
any Spring styles that have not 
been selling as they should? 
If so the time to get rid of 
them is during the next three 
days of pre-Easter selling. 
Mark the prices down a little 
and tell all salespeople to try 


and move these numbers. 





1 NATIONAL FOOT 


HEALTH WEEK 


all window disploys will be 
changed today. 








1 TODAY'S advertisement 
should feature style 
footwear, and it is not too 
early to begin talking about 
Advance Summer Styles. It is 
probably just about time for 
advertisement 

on your children's lines, too. 
Outdoor days are here and 
that brings a demand for chil- 


another good 


dren's shoes. 















3 FOR this final selling 
week before Easter your 
window should be the best 
“selling” windows you have 
had this year. Feature your 
best footwear sellers promi- 
nently, with cards emphasizing 
style and value. Give plenty 
of space to hosiery, and don't 
forget to plan for National 
Foot Health Week beginning 
next Monday. 


7 FOR the final Saturday 
before Easter you should 

advertise vigorously with a big 
ed in today's and tonight's 
papers that demands atten- 
tion. Don't try to advertise 
everything. Play the winners! 
your best sellers in wo- 

men's, children's and men's 
shoes, and give each one a big 
showing. And do not forget 
hosiery. 





11 EVEN though the 
weather may not hove 
been favorable up to date in 
your locality, this is the season 
when men begin thinking about 
golf and looking over their 
equipment. Many of them are 
going to find they need new 
Get yours in the 

window, where the golfers con 
see them. 


1 SELECT some of the 
numbers from that 
clearance list you made up 
Wednesday, and put them in 
the windows today as “Satur- 
day Specials.” Busi does 
not come quite as easily as it 
did when everyone was feel- 
ing the urge to get ready for 
Easter, and a little “bait'’ in 
your windows will help sale: 
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A pril Arrives This Year Simultaneously with the Peak 
of the Easter Selling Season, and Thus Easter and Spring- 
time Impart a Double Stimulus to Shoe Sales—After 
Easter Comes National Foot Health Week to Give a Push 


to Staple Shoe Types in a Period of Style Promotion 


Og oO Bb 


19 THE day for your weekly 

check of your stocks. 
Did you find that this weekly 
check, arduous though it was, 
helped you to do a better job 
during the Easter selling sea- 
son? If you did not, then you 
are not making proper use of 
the merchandise information 
that your stock check gives to 
you. 


9 ANOTHER big selling 
month is just around the 
week-end. What are you going 
to make it a better month 


1 FOR this week we sug- 


a big window dis- 
play of children’ shoes, as a 
follow-up to the advertisement 
you used last Friday. Pick out 
the one or two numbers in your 
line that are the big sellers 
and dramatize them in your 
display. Use display cards 
that really say something. 
Price every pair, too! 


90 HAVE you settled the 
question of vacations 
for your employes? It is a 
good thing to get this ar- 
ranged before the start of the 
Summer season, so that every- 
one knows when their vacation 
time is, and can plan accord- 
ingly. lt also prevents your 
having too many people away 
at the same time. 


9 4 HAVE you been talking 

about Advance Sum- 
mer Styles on the display cards 
in your women's style windows? 
lt suggests that your store is 
ahead of the season, and wo- 
men always like to keep ahead 
of the fashion seasons. Change 
or rearrange all window dis- 
plays today so they will at 
least look different. 


9 TOMORROW, the last 

selling day in April is 
a Saturday. If merchandise 
conditions justify it why don't 
you have a one-day, Month- 
End Cleararice tomorrow. You 
can advertise it in a big way 
today, and instead of an or- 
dinary Saturday's business you 
will probably end April with 
a big day. 


1 HAVING used a news- 

paper ad on children's 
footwear, and having followed 
that with a good window dis- 
play, the logical thing is to 
have a good mailing to your 
customer list. A letter will do. 
although a circular or folder 
would better. You have a 
good children's line. Tell folks 
about it! 


9 YOU will advertise wo- 

men's style footwear 
today, of course, for Saturday 
selling. Would it not be wise 
to have a separate ad on 
men's footwear, too? Make it 
a larger ad than you usually 
use for men's line, and devote 
all the space to your one best 
selling price line. Give hose a 
mention. 


95 YOU have been using 
your mailing list quite 
frequently during the last 60 
days. Have you been adding 
to it the names of new cus- 
tomers you acquired during 
the Spring season? And have 
you checked every mailing that 
was returned to you for any 
reason and ascertained why it 
was not delivered as ad- 


dressed. 


99 IF YOU are having oa 
Month-End Clearance 
today you no doubt put in 
some effective sale windows 
last night. One day sales of 
this kind are splendid sales 
stimulators. They keep your 
stocks clean without the ne- 
cessity of such deep price re- 
ductions that your entire sea- 
son's profit is hurt. 


99 DID you have good re- 
sults with your “Satur- 
day Specials" that you placed 
in the windows last week? Do 
it again today. And be sure 
that you have a good window 
of men's footwear, too, to back 
up yesterday's ad. How about 
having a Saturday special on 
men's hose as a leader to bring 
them in the store? 


9 TODAY is the last time 

you will check stocks 
this month. It is time to begin 
tapering off your stock invest- 
ment for the Summer season. 
When you have made your 
check today go over the figures 
and determine where you must 
reduce stocks to get down to 
the investment figure you want 
for Mid-Summer. 




















SHOE STORE WINDOWS 
SING OF SPRINGTIME 


Left _ This 


slanting lines of the hand 
carry attention upward 
and how the lines of the 
drapery carry it 

again to the shoes and 


accessories on the floor. 


Literally and Figuratively Spring Comes into the Shoe Window with 


a Song. Unusual Treatments of the Spring Theme in Display Help to 


SPRING is here—or so the shoe windows around town 
tell us. Gay colors, delicate handling, and the essence 
of Spring itself are all evident in current windows. Shoe 
merchants have outdone themselves in discovering new 
ways of presenting an old theme—the joy and the urge 
to buy inherent in the atmosphere of Spring. 

First of all—as to props. Flowers there are a-plenty, 
as is to be expected. But new ways of handling these 
flowers make them more interesting to the onlooker— 
and more satisfying to the cash register. The Bootery 
on 34th Street in New York used vari-colored Spring 
flowers to cover a fairly good size trylon and revolving 
perisphere, symbols of the World’s Fair, due to open 
next month. The movement of the perisphere attracted 
attention, and the colorful flowers spelled Spring to the 
passer-by. 

Kitty Kelly used a huge white tree with large pale 


Right—This kidskin window by Saks Fifth 
Avenue is both attractive and roagied 


ping plateaus form 
isd Seslptand for tie dhaen’ dllaeed. 


Make the New Season’s Windows Both Interesting and Profitable. 
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green leaves as the center of attention in their window, 
using the branches and the leaves themselves as display 
stands for shoes of various hues. A pale orchid ribbon 
draped around the trunk of the tree carried the legend 
“Spring,” and pale blue background, yellow platforms 
and a white maypole from which shoes were suspended 
en narrow orchid ribbons, carried out the general 
effect. 

Ansonia used birds to give their window the Spring 
touch. Bright birds made of gaily colored wings and a 
shoe in the center to form the body, grass flooring, and 
large, colored hassocks gave a rural atmosphere to the 
window which was delightful. Small birds placed on 
the floor, groups of Spring flowers, and nests used to 
display shoes lent a touch of authenticity. 

Stetson used the bird theme also—pastel birds and 
Spring panels in open display cases in a delicately 
colored window of chartreuse edged in green and 
brown. 

“Shoes! Shoes! Shoes!” said Lord & Taylor in a 


series of six windows cleverly arranged. The scene was 


Right — This unusual 
window from Lord & 
Taylor, New York, is 
one of a series of six 
devoted to shoes. Note 
the angle of the eyes 
on the platform direct 
attention to the shoes. 


[21] 


the stage of a theatre with realistic curtain and foot- 
lights. The curtain half-raised gave a glimpse of a 
chorus of well-shod feet in various poses. This arrange- 
ment, while interesting, had an ulterior motive—that of 
removing from the window any extraneous material 
which might divert attention from the shoes themselves. 

And Arthur Kent’s Red Cross Shoe Store on 39th 
Street had a Spring display that was cleverly done at 
very little expense. A musical scale on the wall, with 
miniature birds for notes, was the main decoration. 
“Color Notes in Red Cross Shoes” read the legend. 
Watering cans with sprigs of Spring flowers added 
gaiety to the display, as did the groups of flowers here 
and there on the floor of the window. 

The merchandise displayed in windows last week 
was interesting. Wise used an ingenious device to pro- 
mote three new ideas. Large spheres with openings at 
the front were used as frames for pictures giving the 
key to the style idea stressed. In one was a picture of 
a southern scene—blue ocean, palm trees, and natives 

[TURN TO PAGE 30, PLEASE] 


Ansonia’s bird window which cre- 

ated a great deal of interest among 

onlookers. The brightly colored 

wings formed excellent foils for 

the delicate shoes displayed on 
them. 
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OUTLOOMN 


The Sharp Knife 


WHEN Hitler made his unpredictable grab of Czecho- 
slovakia, the physical values of the Bata factories at 
Ziin were no small economic captive tied to the chariot 
of conquest. Czechoslovakia is largely known the world 
over for its possession of the largest shoe factory or- 
ganization in the world. The Fuehrer captured the 
plant, equipment, goods and capital but the living force 
and spirit of Jan Bata escaped by airplane to rise again 
elsewhere. 

Hitler may find in the very spoils of victory the seed 
of his own undoing. By one rash act he loses a vast 
export market for example (and only part of it) 3,919,- 
000 pairs shipped to America in 1938. Possessed of 
these vast and efficient shoemaking plants, he cannot 
very well let them revert to “deserted-villages” because 
shoemaking capacity in the original Germany is ade- 
quate to serve the new Germanic world. He is actually 
adding to the competition of his own German shoe fac- 
tories by this tremendous increase of shoemaking capac- 
ity within his own domains, for a “protectorate,” as 
such, is merely a word to cover an actual “grab.” When 
any European nation loses its export trade, it loses its 
economic life’s blood. Hitler himself said, “Export or 
perish.” 

It’s only six months ago when an Austrian salesman 
came into our office and said: 

“What's going to happen to the little village of hand shoe- 
makers who expected me to bring back thousands of dollars’ 
worth of orders for ski and Winter sport boots? I have had 
my line on display in New York for ten days and I haven't 
sold a twelfth of a dozen pair, although in previous years | 
sold plenty in America. It’s all because the mark “Made in 
Germany” must now be put on the shoes. My shoemakers in 
the Tyrolean hills don’t know what it’s all about. They played 
no part in the politics of the situation and yet I am sorry to 
say they will starve this Winter because this is their only cash 
source of . 

If such a thing could happen six months ago, what 
can happen now with a business of nearly 4,000,000 
pairs of shoes? Face realities! The market is cut off 
with the sharp knife of public protest. All Collectors 
of Customs have been notified “to regard as products 
of Germany, for the purpose of marking provisions, 
any goods from the Provinces of Bohemia, Moravia 
and Slovakia.” This automatically puts the stamp 
“Made in Germany” on all goods received into America 
after March 18. So, the reciprocal trade agreements 
of which was shoes—is as dead as a salt mackerel. 


Automatically, the tariff rates on the types of shoes covered 
in the agreement will be returned to former levels; namely, the 


of Public Protest 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


existing 20 per cent duty on molded soled sandals will revert 
to the previous rate of 30 per cent; on McKay sewed shoes from 
the existing 20 per cent rate to 30 per cent; and on leather 
soled shoes with fabric uppers from 25 per cent back to 35 per 
cent. The 20 per cent rate of duty for cemented shoes were 
merely bound by the agreement and will continue at that rate. 
On top of which our government now slaps a 25 per cent addi- 
tional duty on all dutiable goods from Germany until shown 
they are not subsidized. 


These are pretty stern measures—stronger than words 
and diplomatic letters and will probably affect Ger- 
many’s industrial life adversely. Because the United 
States made its protest so emphatic, there is reason to 
believe that other democracies will put economic pres- 
sures into effect. The erection of world trade barriers 
may lead to a very serious situation. As our President 
said: “There are many methods short of war but strong- 
er and more effective than mere words, bringing home 
to aggressor governments the aggregate sentiments of 
our own people.” 

The terrible part about all this economic warfare in 
Europe is that we, in America, suffer from the economic 
consequences of its repercussions. It’s getting to be a 
chronic disease to apologize for lack of good business 
here because of disturbance over there. The chain of 
events are leading up to stern measures. Our economic 
equilibrium is wobbling about because of these external 
forces. Otherwise the year 1939 had within it great 
possibilities of progress and prosperity. 

But don’t make the mistake of devoting all your wak- 
ing hours to words and worries and chatters about the 
European mess. There are shoes to be sold, a public 
to be served and newspaper talk is not making it any 
easier to operate a retail business. Let the isms and the 
political spasms fret the statesmen and the economists. 
Try to run your shoe store as a business—not a political 
forum. America said in no uncertain terms its declara- 
tion of where it stands and said it with clarity, strength 
and dignity. 

Remember, there is Spring planting to be done and 
as the sun rises there is Spring and Summer footwear 
to be bought and sold—no matter what happens. Ours 
to make and sell shoes—and we are not doing it when 
“we sound off.” Let’s not get into the shape where we 
view every news despatch with life or death alarm. 
War, or no war, people won’t go barefoot—shoes must 
go on. 
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SHOES FOR NEN 


The Roblee ad of the month. It ap- 
pears in The Saturday Evening Post 
of April 8, on newsstands April 5. 
Full-page, four-colors. It appears also 
in Esquire for April and in Life for 
April 24, out April 21. 


Roblee 1939 Magazine Advertising 


Roblee Shoes for Men have already started go- And don’t forget, we set out to build the best 
ing places for Spring. line of men’s shoes in the country to sell at 
Regular, consistent and important-looking $5 to $6.50. That’s the story Roblee advertising 
advertising is one reason. is telling to one out of two of your best cus- 
The merchandising ideas we are putting be- tomers and prospective customers. For more 
hind the retailer is another. about the Roblee line, write 


UNITED MEN’S DIVISION, BROWN SHOE COMPANY, ST. LOUIS 
Roblee magazine advertising is local advertising to the retailer's best customers 
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@NE of the good reasons for making Foot Health 
Week a cooperative event is that public response is 
usually better; people are more receptive to an idea 
when it is endorsed by several stores plus other indi- 
viduals and organizations—the profit motive is not so 
cOnspicuous; they do not feel that some store in par- 
ticular is “trying to sell them something.” Another 
very good reason for getting together is that so much 
more can be done—the promotion program can be so 
much more comprehensive. 

One of the things that a group, or a larger individual 
store, can do is to have radio talks each day by com- 
petent persons—osteopaths who specialize in foot 
troubles, surgeons specializing in foot operations, and 
chiropodists, in addition to the shoe man who intro- 
duces them and briefly tells about Foot Health Week 
and its purpose. If brief personal endorsements of 
local health authorities and prominent sports people 
can be added to the list, either through personal ap- 
pearance or notes to be read, so much the better. Busi- 
ness will result if a good job is done in selling the idea 
of “correct fitting plus the right shoe.” 

In all publicity, stress the idea of Preventive Action 
—wearing the right shoes to avoid foot troubles, and 
enjoy greater efficiency and proficiency at work and 
play. Today, the idea of ugliness being synonymous 
with comfort in shoes is out; many very particular 
women have discovered that style-rightness and good 
looks are to be found in orthopedic shoes, and are 
going back again and again to the store that pleases 
them. Nor should the younger women—those in their 
‘teens—be overlooked as logical prospects for shoes 
that promote correct posture, a graceful carriage, thus 
imparting the charm and attractiveness, plus physical 
stamina, that feminine youth adores and desires. 

Here are brief themes that can be used as they are. 
or built up into radio talks, feature articles, or used 
as the basis of Foot Health Week “personal appear- 
ance” talks: 

Are you one of those who let your feet spoil your 
good times? 





FOOT HEALTH NEWS 
By MAIL And MIKE 


Foot Health Week Promotion Can Be Made 
More Effective by Clever Use of Radio and 
Direct Mail Advertising. Here Are Suggestions 
for Getting Results from Co-operative Planning 
and Publicizing This Event 


by B. E. ANDRUSS 





Do you slip your feet out of your shoes every chance 
you get? 

If you are, it is because you are abusing your feet. 

From both the angle of beauty and comfort, it is 
imperative that shoes be comfortable, well-fitted, giv- 
ing proper arch support, with plenty of room at the 
toes, 

And if you happen to be one of those who is still 
under the impression that a comfortable, correct shoe 
must be a homely shoe, be sure to visit any one of 
the stores that are participating in National Foot 
Health Week. 

Why is National Foot Health Week held in the 
Spring in preference to any other time of the year? 
For the very good reason that when the warm weather 
starts in, foot ailments are sure to show up. 

With the coming of warmer weather feet swell, cir- 
culation changes occur that require comfortable shoes 
to allow adjustment to the changes that are taking place. 

If you are in pain, you will seek relief. But if you 
have healthy feet, don’t neglect them. It is much more 
pleasant to Keep Healthy than to be cured. Consult a 
foot specialist if your feet hurt; and under any cir- 
cumstances have your feet and shoes examined by a 
competent shoe man during Foot Health Week. 


Get acquainted with your own feet! Tonight, when 
you get ready for bed take a good look at them, and 
learn to appreciate them as you should. Right below 
your ankle is a marvel of anatomic engineering. In 
each foot are twenty-six bones, connected by more than 
four times as many ligaments, plus enough muscles to 
make the average medical student miserable when he 
has to learn them. 

This complicated mass of bones, ligaments, muscles, 
tendons, blood vessels and nerves is perfectly coordi- 
nated to permit us to walk, run and jump with ease 
and grace. When feet hurt they handicap and tax our 

[TURN TO PAGE 30, PLEASE] 
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Nales 
Assistants 


HAT happens to the leather 
heels on shoes you sell? 


Most of them are replaced by rub- 
ber before the customer comes back 
to your store again! 


That’s why manufacturers started 
putting rubber heels on their shoes 
in the first place —they knew this 
practice added sales appeal to their 


shoes. 


The idea grew. Smart manufacturers 
realized that the best rubber heels 
added the greatest sales appeal. 


So, they choose the two Goodyear 
Heels you see pictured here —even 
though they have to pay more for 
them. 


They know that the handsome ap- 

pearance, the rugged durability, and 

the great name of Goodyear Heels 

hel~ make your selling job easier. 
a e a 


Goodyear’s big magazine and GOODYEAR 


radio advertising campaign is ° 
adding more thousands to the WI \ ( F ) ()] 
millions of friends already won 

by Goodyear Heels, tawPs* and HEEL 


other Goodyear shoe products. 
THE GREATEST NAME 5 . IN RUBBER 


GOODYEAR 


yy heat The (Goodyear 
Tire 


MORE PEOPLE WALK ON GOODYEAR RUBBER HEELS THAN ON ANY OTHER KIND 
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Extra Business in Polishes 


In 1938 only 12 per cent of the 
shoe polishes and cleaners sold in 
America was distributed through shoe 
stores and shoe repair shops. The 
remainder was sold in drug stores, 
five and ten cent stores, etc. 

At one time nearly all polish was 
sold in shoe stores, but in recent 
years retailers have allowed this extra 
business to slip. 

The approach of the white season 
is an excellent opportunity for shoe 
men to recapture some of this trade. 
which is rightfully theirs. One white 
cleaner is not enough. A separate 
cleaner is necessary for suede, buck, 
calf or kid shoes. 

As one retailer states: “More shoes 
are ruined by wrong care than by 
hard wear.” 

* * * 

“For feet that like to live a lazy 
life” 

(Potter’s Cincinnati) 
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by JOHN F. W. ANDERSON 


A Bit of Salesmanship 
(Overheard in a local store) 


She objected to the color, or the 
heel height, the material or the pat- 
tern of all seven styles presented for 
her inspection by the salesman. They 
would not, she declared, be suitable 
for the costume she was planning. 
She also mentioned, in a casual way, 
that she had a number of bills to pay 
during the course of her shopping 
trip to the city. “You know how it is 
around the first of the month,” she 
said. 

“Yes,” said the salesman, “I know.” 

“I think,” she said, “I'd better wait 
and come in later when you have all 
your Spring styles. There will be a 
better selection then.” 

“Let me show you just one more 
pair,” suggested the salesman. He 
left and returned with a pair of plain 
black kid oxfords. 

“These are a pair of a group we 
are selling this week at a big reduc- 





May we suggest the following card to send to your orthopedic customers. 
Remind them to drop in and check the condition of their shoes and feet. 





promotes good health. 


good health and appearance. 
Phone: 





REMINDER TO ORTHOPEDIC CUSTOMERS 


Periodical examination and care of the feet and shoes is economy and 
It is the custom of this store to notify customers on record, for periodical 
examination of the shoes and their orthopedic functioning. This service 
is rendered to safeguard and continue Foot Health and thus insure future 


May I suggest you make an appointment. 




















tion. They are $2.85—were $5.00.” 

The customer took a stroll in the 
shoes, returned to the seat, looked at 
them thoughtfully, and said, “I'll take 
them, they’re just what I’ve been 
looking for.” 

“That woman,” said the salesman, 
in discussing the sale after the cus- 
tomer left, “wasn’t at all interested in 
material, color, pattern or heel height. 
She had no costume in mind. All she 
wanted to do was to get a good pair 
of shoes at a reasonable price. She 
gave the hint when she mentioned the 
bills she had to pay. If I had taken 
her at her word, the chances are she 
would have gone to some other store. 
When I sensed that, I gave her a pair 
of marked-down shoes, instead of our 
new merchandise, and made a sale 
instead of losing one.” 


* * 

“Patent . . . the ‘fashion flash’ for 
Spring . . . the perfect complement 
for any color . . . the perfect hi-lite 
for black...” 

(Hess, Baltimore) 
** * 
Spring Jubilee 


In Harrisburg, Pennsylvania, the 
merchants cooperated in the promo- 
tion of Spring Jubilee Days—March 
16, 17, 18. 

The purpose was to unite on a pro- 
motional and advertising campaign to 
inform the buying public that Spring 
is here once again and that it is time 
for their new Spring wardrobe—from 
head to feet. 

In addition to special bargains dur- 
ing the Jubilee, each sales slip in any 
of the participating stores entitled the 
customer to a chance to win special 
merchandise prizes. 
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BEST IDEA OF THE WEEK 
RETAILERS! DO YOU KNOW WHERE YOU STAND? 
(M. & L. SHoe Store, York, Pa.) 


O. P. Ideator—“You know, Mr. Leibowitz, it’s a PRICE 
wonder to me that the average retailer ever knows STYLE 
whether he stands on the red or the black side of the SIZE 
ledger from month to month. Nowadays stocks are STOCK NO. 
so complicated that it must require yeoman effort to MFG. 





keep track of them.” 


Mr. M. Leibowitz—“It's not so difficult if you keep 
accurate books. In fact, we have evolved a system 
that requires very little work and every Saturday night 
I know exactly where we stand. Would you like to 
hear it?” 


O. P. Ideator—*Yes, if you will take it step by step.” 


Mr. Leibowitz—“In the first place, as soon as a ship- 
ment of shoes comes in, we stamp the date of arrival 
on the bottom of every box. 

“Second, we enter in the day book the stock number 
and the number of pairs. 

“Third, we enter in the stock book, according to 
department, the stock number, cost, style, length and 
width of each individual pair. 

“Then we make out a separate card for each pair 


and put the card into the proper shoe box, when we 
put the latter on the shelf: 


“When a pair of shoes is sold, we take the shoes to 
the wrapping counter, remove the card and drop it 
into that container next to the cash register. 

“Now, when Saturday night comes, one of the girls 
removes all the cards from the container, sorts them 
according to department, opens the stock book, and 
checks off the shoes sold. 

“Then she adds the total number of cards and the 
prices on each. She deducts the total from the inven- 
tory on hand at the first of the week.” 

O. P. Ideator—“So you know on Saturday night 
your total sales and can quickly compute your profit 
or loss.” 

Mr. Leibowitz—“Not only that but when ordering 
stock for the next season, I can quickly check which 
styles and sizes were in greatest demand.” 

O. P. Ideator—“That’s one of the simplest and most 
accurate records of an orderly business that I have 
seen. We owe it to ourselves to help out some other 
retailer who has been burning too much midnight oil 
over his books.” 











Something Extra 


The Mary Jane Shoe Store, Third 
Street, Harrisburg, believes in com- 
pletely satisfying the customer. 

If a customer buys a pair of eve- 


“Stocking guide for Spring and 
Summer.” 

“Yes! We can get you into print. 

“To keep your feet smart and 
healthy.” 

“Open toes for those on the go.” 


” 


“Swing into Summer.” 
“Children should be seen.” 
“A new deal for your pocketbook.” 
“Save footwork in buying.” 
“Stretching your shoe dollar.” 
“What's news in shoes for Spring. 


” 


ning slippers, the store offers to dye 
them, free of charge, to match her 
evening gown. 

If a customer buys a pair of opera 
pumps, the salesman offers her a free 
set of bows—in other words—two 
shoes for the price of one. 











B. ALTMAN & CO. Introducing New 


0-G BABY DOLL 
Patent Leathers! 


buy it for yourself... 
or for your 12-year-old daughter 


atihnat hel THE MARY JANE 
Starters for Spring 











O-G SHOES 


specially priced 


“Matching shoes for your Spring pair 6 
” 


costume. 
“Tempting new fashions — For 
Spring and Summer.” 
“If it fits and pleases—Wear it.” 
“Rise and Shine.” 
“Here’s your Spring tonic.” 
“You're young and it’s Spring.” 
“To match your Spring enthusi- 
asm.” 
“Spring is sprucing time.” 
“Shoes for splendor.” 
“Presenting Summer’s first compli- 
ment.” 
“A good investment.” 





$295 


bey ty nd 
# Shee 
THE REIGNING HOLLYWOOD FASHION! 
EVERY SMART YOUNG GIRL SHOULD HAVE A PAIR! 
bs 0-6 ceergs conenes may be epaned by Tetaphecs by Male by Persees! Apaches sey 84 bey 


O'CONNOR & GOLDBERG 


205 SOUTH STATE STREET, AT ADAMS 
7 W. MADISON ST. end oll 0-6 Neighberteed stores 











Mary Jane and Baby Doli— 
were the world-beaters in the 
1920's . . . maybe again. 
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Wage and Hour Act Committee Named 


National Boot and Shoe Manufacturers Association Disclaims Any Part 


in Recommendation or Suggestion of Memhers of Group Named by 


Wage and Hour Administrator to Investigate and Report on Economic 


Conditions, Existing Wage Rates and the Competitive Situation 


EELMER F. ANDREWS, Administrator, Wage and 
Hour Division, United States Department of Labor, has 
announced the appointment of Industry Committee 
No. 6 (for the shoe manufacturing and allied indus- 
tries) to recommend a minimum wage schedule for the 
approximately 215,000 wage earners employed in this 
section of industry. 

Under the provisions of the Fair Labor Standards 
Act of 1938, this committee is to make minimum wage 
recommendations “with a view to carrying out the 
policy of this Act by reaching as rapidly as is econom- 
ically feasible without substantially curtailing employ- 
ment, the objective of a universal minimum wage of 
40 cents an hour.” The committee includes the fol- 
lowing: 

For the Public: Chairman, Msgr. Francis J. Haas, 
Dean of the School of Social Science, Catholic Univer- 
sity of America, Washington, D. C.; R. W. Brown, Pres- 
ident, Missouri Farm Bureau, American Farm Bureau 
Federation, Jefferson City, Mo.; Wilbur L. Cross, For- 
mer Governor of Connecticut, New Haven, Conn.; Edgar 
M. Hoover, Jr., Assistant Professor of Economics, Uni- 
versity of Michigan, Ann Arbor, Mich.; Miss Elizabeth 
S. Magee, Executive Secretary, Consumers’ League of 
Ohio, Cleveland, Ohio; Miss Elizabeth Morrissy, Pro- 
fessor of Economics, Notre Dame College, Baltimore, 
Md.; John J. Murray, Former Chairman of the Massa- 
chusetts State Board of Arbitration, Boston, Mass.; 
Thomas L. Norton, Professor of Economics, University 
of Buffalo, Buffalo, N. Y.; Tipton R. Snavely, Depart- 
ment of Economics, University of Virginia, Charlottes- 
ville, Va. 

For the Employees: Frank W. Anderson, Organizer, 
Local No. 298, Boot and Shoe Workers’ Union (A. F. 
of L.), Chicago, Ill; Daniel K. Collins, Secretary and 
Treasurer, Brotherhood of Shoe and Allied Craftsmen 
(Independent), Brockton, Mass.; C. Frank Farrell, 
Member of General Executive Board, United Shoe Work- 
ers of America (C. I. O0.), New York City, N. Y.; Pow- 
ers Hapgood, Director, United Shoe Workers of America 
(€. I. O.), Indianapolis, Ind.; Michael F. Lynch, Super- 
visor, Local No. 703, Boot and Shoe Workers’ Union 


(A. F. of L.), Haverhill, Mass.; John J. Mara, Presi- 
dent, Boot and Shoe Workers’ Union (A. F. of L.), 
Boston, Mass.; J. W. McGonigal, Organizer, Local No. 
521, Boot and Shoe Workers’ Union (A. F. of L.), 
Moberly, Mo.; Henry A. Schwarzott, Member of the 
General Executive Board, United Shoe Workers of 
America (C. I. 0.), St. Louis, Mo.; Mrs. Mae Young, 
Member General Executive Board, United Shoe Work- 
ers of America (C. I. O.), Lynn, Mass. 

For the Employers: Stuart H. Armstrong, Secretary- 
Treasurer, Wiley-Bickford-Sweet Corporation, Worces- 
ter, Mass.; Nathan Fein, Treasurer, Fein & Glass, Inc., 
Reading, Pa.; Irving S. Florsheim, President, Florsheim 
Shoe Company, Chicago, Ill.; Morgan Grossman, Pres- 
ident, Unity-Grossman, Inc., New York, N. Y.; H. E. 
Jenkins, Vice-President, International Shoe Company, 
St. Louis, Mo.; Charles F. Johnson, Vice-President, 
Endicott-Johnson Company, Endicott, N. Y.; James F. 
Malley, President, Farmington Shoe Company, Dover, 
N. H.; George Noland, Vice-President, General Shoe 
Corporation, Nashville, Tenn.; Homer O. Rondeau, 
Treasurer, O. Rondeau Shoe Company, Farmington, 
N. H. 

These representatives have been appointed, the Ad- 
ministrator explained, with due regard to the geograph- 
ical regions in which the industry is carried on. 


Manufacturers Association 
Comments on Committee 


“The National Boot and Shoe Manufacturers Asso- 
ciation made no recommendations to the Government 
regarding the formation of the Committee for the In- 
dustry, until we were invited by the Wage and Hour 
Division of the Department of Labor to come to Wash- 
ington to discuss the matter,” said Jay O. Ball, president 
of the association, “and in our several discussions with 
the Administration, we have confined our suggestions 
to the importance of proper representation of the differ- 
ent types and grades of shoes on a statistical basis. 

“The first approach to the Government in connection 

[TURN TO PAGE 47, PLEASE] 
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Millions of Women That RHYTHM STEP 
Is The Shoe For Extra Style and Extra Support 


Dainty, light Rhythm Step shoes dra- and thousands of dollars in extra shoe 


matically demonstrate their three points profits for stores 
of extra comfort—in national advertising throughout the coun- 
to millions of women in leading maga- try. Ask the Rhythm 
zines — in vivid dealer folders, dealer Step man to show you 
newspaper ads, window displays and the records for over- 
radio recordings! This year’s invitation whelming proof of 


to WALK LIKE THIS in lovely Rhythm Rhythm Step’s ever 5 - 
Step shoes has already reaped thousands mounting VOLUME! ‘6 to” (ia 
Slightly Higher 


Made by the Makers of Fashion Plate Shoes—Recognized Style Leaders for over 20 Years West ef Rockies. 


JOHNSON, STEPHENS & SHINKLE SHOE CO, ST. LOUIS, MO. 





[30] 
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Shoe Store Windows Sing of Springtime 


This window display by 


refreshing to the feminine customer. 


carried loaded baskets on their heads. 
“Vina Rosa” was written around the 
top of the sphere and shoes of this 
color—a _ rich winy shade — were 
grouped on the floor together with 
bunches of red grapes. “Yankee 
Earth” said the second sphere, with a 
scene of a plowed field as a background 
and shoes the color of the plowed earth 
—rich, reddish earthy shade—grouped 
around the circle. “Black Patent” was 
the theme of the third, and a large, 
sleek, black jungle animal touched a 
fantastic but appealing note to the 
grouping of patent shoes. 

Russeks featured “Genuine Alliga- 
tor” in a small window, with a small 
stuffed alligator on the scene, again 
giving a realistic, yet whimsical touch 
to the grouping of alligator shoes— 
the whole in a tropical setting of white 
fountains and lush vegetation. 

Dutch type shoes came in for their 
share of the glory in last week’s win- 
dows. Wise used a corner of their win- 
dow for the promotion of “Dutch 
Dykes,” using a picture of a Dutch girl 
as background. On a green, artificial- 
grass patch were set tulip plants sur- 
rounded by shoes of this popular type. 
A pair of huge wooden shoes with 
“Dykes” written on them gave an in- 
teresting tie-up with the picture. 

The Bootery also used the Dutch 
shoe for promotion. A large sign sur- 
rounded by a pink wreath of Spring 
flowers carried the legend “From the 


[CONTINUED FROM PAGE 21] 


Dykes of the Zuider Zee Bewitching 
Sabots of Incomparable Value!” A 
large picture of a Dutch girl carrying 
the characteristic yoke with two buck- 
ets on one of which was the word 
“Dutch” and on the other the word 
“Sabots,” sounded the keynote of the 
display. 

I. Miller promoted a new line in an 
interesting display. Three young girls 
in military dress—one carrying a drum, 
one a fife, and one a banner with the 
words, “Shoe spirit of 1939. ‘Miller- 
taires’ for that little girl look to your 
feet”—were painted on a large poster 
on which were displayed some of the 
shoes in this line. 

“Walking shoes—Already broken in,” 
was used by A. S. Beck to advantage. 
Small tickets with this legend were 
attached to the shoes themselves, and 
created much interest on the part of 
passers-by. 

Interesting accessories shown in shoe 
windows were noted last week. Wise 
showed perfume in various sized flacons 
to fill one of the corners of their win- 
dow to advantage. A. S. Beck used 
colorful hats in new Spring shades, as 
well as mammoth sized bags to match. 

Taken all in all, the current crop of 
Spring windows do credit to the mer- 
chandise they promote, not only from 
the standpoint of beauty of proportion 
and of color and line, but because they 


Davison-Paxon Company, Atlanta, Ga., has an air of lightness and daintiness 
Note the amusing touch of the bird cages. 


are selling windows, designed expressly 
to create desire in the onlooker for the 
goods so temptingly displayed. 


Foot Health News 
By Mail and Mike 


[CONTINUED FROM PAGE 24] 


strength. Bad feet affect our walk and 
posture. They make us clumsy, tired, 
ill-tempered and inefficient. 

All this is avoidable in most cases 
Correct shoes properly fitted, stockings 
that fit, and regular check-ups by a 
competent shoe man or foot specialist 
will prevent or relieve most foot troub- 
les. That is the reason for Foot Health 
Week. 


* * 7. 


If you’re on your feet all day try) 
changing shoes at mid-day. Wea: 
properly fitted, roomy shoes and stock 
ings that allow the toes to spread with 
out being cramped, and take a warm 
foot bath nightly. Be sure to have 
your shoes and feet checked up during 
Foot Health Week by a competent 
shoe man or foot specialist. Do that 
to prevent troubles as well as to help 
bad feet. With proper care your fect 
will seldom ever cause any trouble— 
Prevention is better than cure! 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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PROMOTE 
MeNEELY 

KID SHOES 

For TAILORED 
FALL FASHIONS 


Ne. 25 Perthrown 
No. 44 Claret 

No. 74 India Brown 
Ne. 88 Sailer Biue 


This suit, designed by Creed of Paris, shows every important tailored 
trend for 1939—trends which definitely must be complemented with 
kidskin shoes. It has the youthful “little girl” collar, the popular black 
and white Shepherd checks, and that important autumn shade, wine, in 
its smart jacket. McNeely Kidskin, with its smooth sheen, and firm, 
finely textured body, is a favored specification for tailored fall shoes. 


McNEELY DIVISION 
ALLIED KID COMPANY 


Huntingdon and Fairhill Streets, Philadelphia, Pa. 
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IN THE SHOE TRADE 


THIS WEEK 
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National News 





Boston Shoe Men Protest Sales Tax 





Join with Chambers of Commerce, Consumers and Labor 
Organizations in United Front Against Two Per Cent Levy 


Boston, Mass.— Approximately 100 
organizations representing retailers, 
organized labor, consumers, chambers 
of commerce and boards of trade regis- 
tered emphatic objection to the pro- 
posed two per cent sales tax before a 
hearing conducted March 14 by the 
Legislative Committee on Taxation in 
the Massachusetts State House. 

Marshalled by Daniel Bloomfield, 
manager of the Retail Trade Board, 
under whose leadership the fight was 
conducted, speakers representing these 
groups pointed out that the sales tax 
violates one of the basic principles of 
taxation, inasmuch as it is not based 
on ability to pay, that the load falls 
most heavily on the lower income 
groups who pay a higher percentage of 
their incomes for the necessities, that, 
where tried, it never has reduced the 
burden on real estate, that it has driven 
industry from states which had it, that 
it has cut down retail sales and given 
rise to the boot-legging of merchandise 
from nearby states in which sales are 
tax free. 


Economy as Alternative 


Alternatives advanced by the speak- 
ers included a new graduated income 
tax, more economy in government, a 
reorganization of the state government 
in order to achieve those savings and a 
state lottery—the latter advanced as a 
suggestion by the Massachusetts Fed- 
eration of Labor. 

Retail shoe merchants opposed to the 
proposed tax were represented by Philip 
Bayes, past-president of the Boston 
Retail Shoe Guild. 

Proponents of the bill had had their 
innings on the day previous and had 
advocated amendments which would 


exempt food and medicine from the 
proposed tax schedules. 


New York May Adopt 
Sales Tax Next 


ALBANY, N. Y.—A state-wide 2 per 
cent retail sales tax loomed as a 
distinct possibility this week when it 
became known that this proposal is 
being seriously considered by Republi- 
can legislative leaders as part of their 
alternative program, to be advanced 
as a substitute for Governor Lehman’s 
budget recommendations. The Governor 
had proposed an increase in retail 
estate taxation and other measures, 
which aroused opposition of the Repub- 
lican majority, particularly upstate 
leaders. 

New York City already has a 2 per 
cent retail sales tax for unemployment 
relief and so would not be materially 
affected, the present proposal being to 
extend this tax to the entire state. 


Issues Fall Color Card 


New York—tThe Textile Color Card 
Association has just issued its selection 
of 1939 Fall Woolen Colors—56 in all 
—to its members. They comprise sev- 
eral groups with interesting coordina- 
tion and promotional possibilities. The 
“Americana Colors” are divided into 
two parts—the “Atlantica” (out of 
compliment to the New York World’s 
Fair) and the “Pacifica” (named in 
deference to the Golden Gate Exposi- 
tion). The Atlantica Colors comprise 
Ocean Turquoise, Florida Violet, Caro- 
lina Clay, Virginia, Atlantic Tan and 
Rico Mauve. In the Pacifica group 
are Alaska Gold, California Rose, 


Hawaii Blue, Pacific Sand, Malibu Blue 
and Pago Red. ; 

“Duotones,” consisting of an impor- 
tant basic color grouped with a lighter 
harmonizing shade, make up the ma- 
jority of the new colors. These include 
a wide range of colors in the terra 
cotta-reddish brown-tan family, the 
green (from yellow to blue or gray 
tones), the blue (greenish sea to cold 
slate versions), the red to rose tones, 
the violine gamme, etc. 

A group of ten unusual two-tone 
combinations is labeled “Half-and- 
Half,” and should have special fashion 
significance. 


Reports 90 Per Cent 
Gain in Shipments 


St. Louis, Mo.—Fred Moncur, sales 
manager of the Hamilton-Brown Shoe 
Company, recently reported a 90 per 
cent gain in shipments for the company 
during the three months ending Febru- 
ary 28th, as compared with the cor- 
responding period last year. Mr. Mon- 
cur also stated that the month of Feb- 
ruary, this year, showed a gain of 130 
per cent over February, 1938. 


Weyenberg Reports 
$71,000 Profit 


MILWAUKEE, Wis.—The Weyenberg 
Shoe Manufacturing Co. in its annual 
report for 1938 reported a net profit 
after all charges, of $71,000, against 
$159,000 for the previous year. Sales 
in 1938 totaled $7,376,000, against 
$8,699,000 for 1937. 

The 1938 report showed, as of Dec. 
31, cash of $92,000, against $212,000 
a year earlier, while inventories stood 
at $1,825,000, against $2,208,000. The 
company was able to reduce its com- 
mercial paper outstanding to $350,000 
at the end of last year, compared with 
$600,000 a year earlier. Notes payable 
to banks continue at $450,000. 








»> Here are illustrated two of 
AIRY-TRED cork sole styles whi 

be seen this season at the best resorts 
and summer places. AIRY-TRED cork 
sole sandals are unequalled for beach 
and ploy wear. 


> The CHESAPEAKE is of sail cloth 
with a nautical vamp trim of either 
@ tiller wheel or an anchor and has 
on “wrap around” back. The 
RIVIERA presents a gay Roman 
stripe with large brass eyelets in a 
closed quarter and has a rope 
ankle tie. 


>» AIRY-TRED cork sole sandols are 
available with both regular thick- 
ness or platform cork soles and 
retail from $2.00 to $3.50. Leather 
and wood soles from $2.50 to $4.00. 


> Ask us for our 1939 AIRY-TRED 
catalog illustrating men's, wo- 
~» men's and children's sandals. 


SWAN SHOE COMPANY 


YLANI 


LTIMORE, MAR 
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Harris’ Men’s Shoe Shop Remodeled 


San BERNARDINO, CALIF.—Remodel- 
ing of the street floor men’s shoe shop 
at The Harris Company in San Ber- 
nardino was completed recently, and 
the new appointments render the de- 
partment one of the most attractive in 
the state. 

This department has recently come 
under the supervision of James E. 
Spain. Jim Spain for many years has 
operated the ladies’ shoe departments 
for both The Harris Company in San 
Bernardino and the F. C. Nash Com- 
pany in Pasadena, and he has extended 
his operation to include a complete 
men’s shoe department in the San 
Bernardino store. Mr. Spain is well 
known in Southern California. 

The new shop is situated adjacent to 
the men’s wear section and is on one of 
the main aisles of the store. Grant E. 
Dimmitt is in direct charge of the de- 
partment. 


Formal opening of the section was 
observed with fitting fanfare, including 
a full-page color advertisement and 
news stories in the local papers, and 
with three well-known western rep- 
resentatives of leading manufacturers 
on hand to assist in welcoming the 
public. They were: Forde Johnsen of 
Edwin Clapp, Bruce Smith of Nunn- 
Bush, and Harry J. Evans of Dr. 
Locke. 

The newly-appointed shop attracted 
high praise from those who viewed its 
streamlined new fixtures in mahogany 
and copper, its new leather upholstered 
chairs and fitting stools, fixtures, and 
modern indirect lighting. Store execu- 
tives point out that the improvement 
will add to the comfort and convenience 
of men patrons of the store with its 
wider selections of quality shoes and 
its improved arrangement. 





Spring Shoe Advertising 
Commended 


St. Louis—The national advertising 
campaign being carried on by Weohl 
Shoe Company on their four lines of 
shoes, Connie, Jacqueline, Paris Fashion 
and Natural Poise, is attracting favor- 
able comment from department store 
executives throughout the country as 
well as from other dealers, advertising 
men and merchandise men. 

John B. Johans, advertising and pub- 
licity director for Wohl Shoe Company, 
says that their Spring schedule includes 
five full pages in color, in addition to 
full pages and half pages in black and 
white running currently in seventeen 
leading fashion and mass magazines. 
This is the eleventh consecutive season 
Wohl Shoe Company has been in the 
national advertising field, and each 
season has shown an increase in money 
spent, in magazine repertoire and in 
space used. 

Credit is to be given Mr. Johans for 
his able handling and directing of the 


advertising, which has brought inquir- 
ies, not only from all sections of the 
United States but from many other 
countries as well. 


Tradehome Opens New 
Janesville Store 


JANESVILLE, Wis.—Tradehome Shoe 
Stores, Inc., with head offices at St. 
Paul, Minn., has just opened a new shoe 
store at 5 West Milwaukee Ave., Janes- 
ville. 

A new modern front has been added 
to the store and the attractive interior 
is decorated in the modern manner. 


Alexander Manages 
Subley Store 


Soutn Benn, Inp.—Leon Alexander, 
formerly with Edison Bros. and the 
Weiss-Newman Shoe Co., has been ap- 
pointed manager of the Subley Shoe 
Store, here, which is owned by the 
Subley Shoe Co. of St. Louis, Mo. 
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DATES TO REMEMBER Te fe): wath .ed 


Official Opening of American Leathers 

and Style Conference for Fall, 1939, F O R M S 

Waldorf-Astoria Hotel, New York 
March 27, 28, 1939 

Monthly Shoe Buyers’ Days, Chicago 

Shoe Travelers’ Assn., Hotel Mor- 
rison, Chicago, Ill. ..March 27, 28, 1939 

Fall Opening Shoe Fashion Guild of 

America, Hotel Biltmore, New York 
May 9, 10, 1939 

South Atlantic Shoe Show, Hotels 

Charlotte and Selwyn, Charlotte, 
ly duenibavovs #4 May 15, 16, 17, 1939 


Annual Convention, Illinois Shoe Re- 
tailers and Shoe Travelers, Pere 
Marquette Hotel, Peoria, Ill. 

May 21, 22, 1939 

Southwestern Shoe Travelers Associa- 
tion Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 

May 28, 29, 30, 31, 1939 
20th Annual Boston Shoe Fair, Statler 
and Copley Plaza Hotels, Boston, 
Ct oaths cots mad Jan. 5, 6, 7, 8, 1939 
Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 
lowa Shoe Travelers Association Con- 
vention and Style Show, Des Moines, 
June 11, 12, 13, 1939 

Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
more, Los Angeles, Calif 


June 12, 13, 14, 1939 | A Commanding 


Annual Convention, Wisconsin Shoe 


Retailers’ Association, Plankinton ‘ 
Hotel, Milwaukee, Wis. D Af 

June 18, 19, 20, 1939 Dis lay Effect 

ao a Se See og 

ot i 

‘ +i se iow 25, 26, 27, 1939 Will you make this test? Set up two toeless models on your showcase 


Pennsylvania Shoe Travelers Associa- ithi 7 i . i 
tion TriState ‘Shoe Mart William within reach of, your cutemen Use a Fairy & Toe Form in one model 
Penn Hotel, Pittsburgh, Pa. and have the other without a form or fitted with an ordinary form—then 
July 9, 10, 11, 1939 ; . 
Gites Shes Shou, Meus Chor wath the results. . You will be amazed at the number of shoppers who 
lotte and Selwyn, Charlotte, N. C. will stop and admire the model with the Fairy Tu-Toe Form. 
July 9, 10, 11, 12, 1939 
Atlanta Shoe Fair, directed by Robert 
Levine, Hotel Henry Grady, At- 
July 9, 10, 11, 1939 the greater sales appeal of models shown with Tu-Toe Forms. Fairy Tu- 
=. Bree ay a B eee Toe Forms stop them and sell them—because they dramatize emphatically 


Hotel, Baltimore, -~ o: oh te the outstanding features, beautiful lines, sleek fit and hugging heel—and 
y . ; ne 
ee Coisention Now York State the two tinted toes have an exciting appeal as they peek through the open 
Shoe Retailers ~<a Hotel 
Seneca, Rochester, N. Y. =e. 
September 10, 11, 12, 1939 ; Pages 
Oficial Opening of American Leathers Fairy Tu-Toe Forms will build your sales and speed up 
Conference for Spring, your turnover. Let us tell you bow. 

1940, Waldorf-Astoria Hotel, New 

York September 18, 19, 1939 


This test will show the stopping power of Fairy Form displays and prove 


Write today for complete information. 





Paramount Takes on Shoe Form Co. ion. Auburn, N. Y. Dept. BS-3 
Added Space GENTLEMEN: Tell me more about Fairy Tu-Toe Forms. 


Garrretp, N. J.—The Paramount 
Slipper Co., manufacturers of bedroom 
slippers, has leased the second floor of 
Building No. 9 and part of the second 
floor of Building No. 5 at the Presto 
Lock plant Outwater Lane, this place. 














“PEAR” SHAPED 
0.K. MATES / 





ROBERTS, JOHNSON & RAND Branch of International Shoe Co. 
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PEAR SHAPED HEELS 


Git 


Anyone can see the superiority of Pol!-Parrot 


pear shaped heels. They follow 


the natural con- 


tours of the human heel .. . fit snugly and give 
support for guidance. It’s apparent and logical 


like this 


that give Poll-Parrots 
their recognized con- 
sumer appeal. Let Poll- 
Parrots go to work ~~ 
making sales and 


profits 


for you. 


ST. LOUIS, MO. 





Wins Package Award 


New York—Knomark White Shoe 
Soap in the Duplex Jar, a product of 
the Knomark Mfg. Co., Brooklyn, 
N. Y., received the winning award in 
the container group of the 1938 All- 
America Packaging Competition spon- 
sored by Modern Packaging. In all, 64 
winners for 1938 were chosen from 
23,000 packages and displays, compris- 
ing 20 general classifications. Awards 


were presented at a dinner held March 
8 at the Hotel Astor in New York, co- 
incidental with the annual packaging 
exposition. 

The Knomark winning container is 
unique in its duplex construction. It 
has two caps: one covering the top 
and protecting the product from evapo- 
ration; the other housing the sponge 
and serving as a water dish during the 
cleaning operation. It keeps the sponge 
moist and ready for use. Both caps are 





113 Years of Shoemaking in Beloit 


white coated inside to prevent rusting 
that might stain the soap and sponge 
or interfere with smooth removal of 
the caps. 

Attractive fluting on the jar makes 
for secure hand grip. White shoes 
march around the rims of the black 
caps, and the trade mark product iden- 
tification on the top cap is lithographed 
in red, white and black, the whole mak- 
ing an attractive, yet compact package 
which should appeal to the customer. 


New Health Spot Shoe Shop 


JACKSON, Micu.—Within the space 
of a month, two new Health Spot Shoe 
Shops have been opened in Michigan, 
the newest one at Jackson. Like other 
Health Spot Shoe Shops, this store 
boasts a standardized front which 
identifies these stores all over the 
United States and London, England. 
This front consists of a ten-foot win- 
dow, six feet deep, and the floor is 
pitched so that each shoe displayed is 
in full view. With this pitched floor 
arrangement, it is possible to display 
many more shoes and use various types 
of selling tools to attract passersby 
The effect is unique and many pros- 
pects enter the store as a result of th 
window influence. 

The Health Spot Shoe Shop at Jack 
son has been opened by Mr. R. Raus 
chenberger, who was formerly in Lan- 
sing and also conducted demonstrations 
for Wm. A. Ellis in the Michigan ter- 
ritory. Under his expert guidance it 
has had a wonderful beginning whic! 
foretells a bright future for Mr. Raus 
chenberger and his new shop. 


Frank P. Gardner 


Des Mornes, Ilowa—Frank P. Gard 
ner, of Des Moines, Iowa, sales rep 
resentative of the Bates Shoe Company. 
passed away at his home on February 
28. He was 68 years of age. He i 
survived by his widow, Julia. 

Mr. Gardner was a member of th: 
Iowa National Shoe Travelers’ Asso- 
ciation and for many years was chair- 
man of the Resolutions Committee. 

Interment was at Wellman, Iowa, 
his early home. 
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F. M. Brown Re-elected 
Indiana Shoe Travelers Head 


INDIANAPOLIS, IND.—The Indiana 
Shoe Travelers Association held their 
annual meeting and election of officers, 
recently, in the Hotel Washington. 


FRANK M. BROWN 


The regular luncheon preceded the 
business meeting and election of officers 
for the coming year. Frank M. Brown 
was reelected president; C. F. Klaus 
vice-president; R. F. Grosskopf secre- 
tary, and E. C. Smeltzer treasurer. It 
was decided to divide the office of sec- 
retary-treasurer and create two offices, 
relieving some of the work formerly 
done by one officer. 

Three new directors elected were: 
C. A. Partee, Ed. P. Bayless and Fred 
Gordon. George Tovey and George 
Hewitt were re-elected, the former be- 
ing chairman of the board of directors. 

Committees for the year will be ap- 
pointed at the next monthly meeting. 
There was no business brought up for 
consideration. Ernest C. Smeltzer sub- 
mitted the treasurer’s report in detail 
which was accepted. The total mem- 
bership at present consists of ninety- 
nine members, with eleven applications 
pending. 


Zang’s Celebrates 70th 
Anniversary 


JOHNSTOWN, Pa.—Zang’s, retail shoe 
store here, are celebrating their 70th 
anniversary in the shoe business in this 
city. 

Back in 1869, when boots and saddles 
were affinities, E. Zang started making 
boots and shoes by hand, thus origin- 
ating the business which still carries 
his name and reputation. 

In 1900 Mr. Zang died and the busi- 
ness was continued by a son, A. J. 
Zang, in true Zang tradition. Despite 
the disastrous flood of 1889, and several 
depressions, the business steadily grew. 











> 





One Strap Open Tee Sandal 


Ne. 721 te £ 
a; 't B-C-D 
12%-3, 


me... 
— $1.37% 
8-C-D—$1.45 


est single element of your trade. 


counterpart of “Mother’s shoes.” 


Patterns are tried and proved—both 
for style-rightness and perfect fit. 
Open toe models are made on lasts 
designed especially for this purpose. 
Nothing has been omitted to make 
these the finest shoes you can buy in 
this grade. 





“Just Like Mother’s” 
A Thumbnail Sketch of 


MISS VIRGINIA SHOES 


GENUINE LOCKSTITCHED LITTLEWAYS 


Striking, dainty, close edged fashionables, well- 
styled strap patterns for children and misses— 
these MISS VIRGINIA shoes will snap up 
your juvenile department’s sales and profits in 
the volume price range—appealing to the larg- 


Built to give more service, their high grade 
bend soles, scuffless wood heels and Celastic 
box toes are fitting complements to the light- 
weight flexibility that makes them truly the 


CARRIED IN STOCK 


for your greater convenience. Send for your copy of the 
MISS VIRGINIA catalog. 


VIRGINIA SHOE COMPANY 
FREDERICKSBURG, VIRGINIA 


Narrow Front Strap 
No. 709 Patent Leather... 
8¥2-12, 8-C-D — $1.37%: 
12%-3, 8-C-D—$1.45 


No. 714 Patent Leather... 
8%-12, 8-C-D — $1.37%; 
12%-3. B-C-D—$1.45 


MANUFACTURERS 











Seven years ago Mr. A. J. Zang 
passed away and his wife took over the 
responsibility of continuing the busi- 
ness. Her only serious difficulty came 
with the flood of 1936 which caused 
such tremendous loss. Mrs. Zang is 
fortunate in having as manager H. F. 
Niessner, who has had thirty years ex- 
perience in the shoe business. 

Zang’s sell practically none but the 
better grade shoes, but also specialize 
in orthopedic shoes, the latter being 
under the capable direction of A. P. 
Fisher. 

One remarkable thing is the amount 
of mail-order business which comes 
from an unusually large group of loyal, 
well-pleased patrons, who once lived in 


Johnstown, but who now are scatterd 
all over the country. 


Emery N. Martin 


BEeLFAsT, Me.—Emery N. Martin, 61, 
foreman in the lasting room of the 
Daly Brothers shoe factory in this city, 
fell dead recently. Death was at- 
tributed to heart disease. 

Mr. Martin was born in Manchester. 
N. H., the son of Mr. and Mrs. Henry 
Martin, and was a member of the Elks 
and Fraternal Order of Eagles in that 
city. He leaves a widow, Mrs. Marion 
Parsons Martin; a son, Henry, of 
Keane, N. H.; a brother, George, of 
Boston; and two sisters, Miss Delia 
Martin and Mrs. Denis Gigneault. 
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We mean it - - 
never before 
such values 


@ The largest selection of can- 
cellations, jobs and samples 
from the better St. Louis 
factories — (men’s, women's, 
children’s). 


All top-notch values an 


styles that will enable you to 
make 
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Smith Opens Own Store 


BINGHAMTON, N. Y.—Carl C. Smith 
has opened a shoe and men’s furnish- 
ings store at 164 Main Street, here. 
After 30 years of association with the 
E. F. Smith Store on the North Side 
of the city, Mr. Smith opened his new 
shop in a rapidly developing section of 
the West Side. 

In addition to men’s, ladies’ and chil- 
dren’s shoes, he will carry ladies’ 


hosiery and custom-made clothing for 
men. In his new shop Mr. Smith lays 
special emphasis on the effective dis- 
play of merchandise. The shoe section, 
located in the center part of the store, 
features corrective shoes. 





J. G. Sattler Honored 
at Golden Jubilee 


BurraLlo, N. Y.—John G. Sattler, 
who fifty years ago persuaded his 
mother to permit him to open a shoe 
store on the first floor of their resi- 
dence, was on March 14, “nominated, 
constituted and appointed” honorary 
citizen of Buffalo, by Mayor Thomas 
Holling at a testimonial meeting and 
dinner, held in the Statler hotel, which 
was attended by the leading shoe mer- 
chants, public officials and civic leaders 
of the city. 



































Left to right: John ©. Sattler, president 

of Sattler’s; Charles Hahn, Jr., vice- 

president, and Mayor Thomas L. Holl- 
ing of Buffalo 


The occasion was the Golden Jubilee 
of the Sattler Shoe Store which during 
the fifty years remained on the site of 
his parents’ home but grew into one of 
the largest retail establishments of the 
city in which many other lines were 
added but shoes continued to be one of 
the biggest features. 

Mr. Sattler now is 67 years of age. 
The new title he acquired from the city 
was inscribed on an elaborately en- 
graved certificate, signed by the mayor 
of Buffalo and bearing the official seal 
of the city, serving notice on all and 
sundry that Mr. Sattler had been given 
and granted “all and singular the pow- 
ers and authority to the said office, by 
law, belonging or appertaining and the 
right to have and to hold the said office, 
together with the fees, profits and ad- 
vantages of the same thereto belonging, 
for and during the time limited by the 
laws of New York State and the char- 
ter and ordinances of the city of Buf- 
falo.” 

The store executives sainmited Mr. 
Sattler with a fine wrist watch as a 
token of their esteem. 

“One of my greatest pleasures,” said 
Mr. Sattle, “is to greet old friends and 
customers who remember, with me, 
when Sattler’s was only a tiny shoe 
store.” 

Born in East Aurora, Mr. Sattler 
came to this city when his parents 
moved here while yet a youngster. His 
father conducted grocery stores in this 
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Mrs. Day’s “IDEAL” 


These are little shoes, but they cerry 
the biggest name in the baby shoe 
business — "Mrs. Day's Ideal." The 
reputation of this name is known to 
mothers of two generations and is 
a@ prime asset to the many -far- 
sighted children's shoe retailers who 
use Ideal Flexible Hard soles (3-8) 
as their juvenile foundation line. 


MRS. DAY’S 
IDEAL BABY 
SHOE CO. 
DANVERS, MASS. 


MRS. DAY'S 


FLEXIBLE sc: 











city until his death in 1888. Mr. Sat- 
tler’s first entrance into the mercantile 
world was as a shoe salesman for John 
Eckhardt. A year later, he opened a 
shoe store in his home on Broadway, 
opposite the market. Mr. Sattler se- 
lected his home for the venture for two 
reasons; one, because his mother was 
the landlord, and the second because 
he had faith in the future in that 
section of the city. 

In 1900, the original store was re- 
placed with a larger, more modern 
building. To this, major additions have 
been made every few years until today 
Sattler’s is one of the city’s largest 
retail stores. 


Conformal Adds 16 


New Outlets 


St. Louis, Mo.—Within the past few 
weeks 16 additional retail stores have 
introduced Conformal Footwear fea- 
turing Individualized Moulded Fitting 
for men and women, according to R. F. 
McCarthy, General Manager of the 
Conformal Footwear Company, Divi- 
sion International Shoe Co. 

These outlets, including four new 
shops opened for the sale of Conformal 
Shoes exclusively, are located in all 
parts of the country from Vermont to 
California, further increasing Con- 


formal’s steadily-growing distribution 
from coast to coast. 
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For samples and prices, see any of these 


progressive distributors 
RING & SEARLE, Inc. 
72 Wingate St., Haverhill, Mass. 
H. S. BARNET 
100 Gold St., New York, N. Y. 


GARDNER-DIMOND CORP. 
1932 Delmar Blvd., St. Louis, Mo. 


BROCKTON SHOE TRIMMING CO. 


37-39 E. Court St., Cincinnati, Ohio 
WILLIAM J. STEWART 


308 W. Jackson Blvd., Chicago, Ill. 





Specify this Modern Shoe Goring 
and get every advantage in style, 
comfort, and long service wear. 


Ph eLelhO rye 


Reg. U.S. Pat. Of. 


Standard Sueded Covered and Textured 


ae LEX GM IR 


The Newest Elastic Shoe Cloth 


Three generations in the weaving of quality shoe goring, ever 
alert to changing shoe requirements, have won for FLEX-GORE 


stylists, and buyers alike. 


and FLEX-MOR the continued confidence of shoe manufacturers, 


Our exclusive use of FULFLEX, the Elastic Thread with the 
Extra Service Life, is your assurance of customer satisfaction. 


WIOOIRE FABRIC COMPANY 


PAWTUCKET. RHODE ISLAND. U. S. A. 
Weavers of Quality Gore and Elastic Cloth for Every Footwear Use 








Town Accepts War 
Memorial Gift 


Merrimac, N. H.—The gift of Fraser 
Common as a World War memorial 
from the International Shoe Co. was 
accepted by voters here at the annual 
town meeting. 


New Proprietor for 
Vogue Shoe Shop 


PLAINFIELD, N. J.—Henry Bernstein, 
formerly shoe buyer for J. Slobodien 
& Brothers, of Perth Amboy, N. J., 
has taken over the Vogue Shoe Shop, 
168 E. Front Street, here. The store 
has been appointed exclusive agency in 
Plainfield for Treadeasy Shoes. 

Mr. Bernstein brings a well-rounded 
hackground to this store. He has 
studied foot anatomy, correction and 
care of the feet at the Dr. Posner shoe 
factories, and studied merchandising 
and retailing at N. Y. U. before going 
to Slobodien Brothers. 

Miss Cora E. Neighbour, well-known 
in this section, who has been in the shoe 
business for many years, will assist 
Mr. Bernstein in the store. 


Tanner Brings Out Novel 
Colors in Pigskin 
Pigskin is good in every color from 


“Violene” to several shades of style 
green, according to the Fall swatches 


of C. D. Brown & Co., Inc. In addition 
to a very wide range of monotones, this 
company is showing a collection of 
muted plaids which are exceedingly 
high style and should be very effective 
in resort shoes for next Winter. Some 


of the darker plaids—a blue and a red 
—are also practical for town shoes. 
This company reports that their gold 
and silver “Bacoro” Pig is being very 
enthusiastically received for evening 


slippers. 





May Co. Dramatizes Woven Shoe 


Denver, Colo —The May Company here featured this novel and attractive display 
in their windows recently. Colorful floodlights and a Mexican theme (note the 


background painting) carried out the woven shoe idea. 


Shoes featured in the 


window were appropriately called “Gaucho.” 




















Rich’s Hold Formal Opening 
Of New Departments 


WasHINGTON, D. C.—Rich’s, for 
many years a well-known retail shoe 
store, located at the corner of F Street 
and Tenth, this city, celebrated the 
formal opening of their newly re- 
modeled store on Tuesday and Wednes- 
day, this week. A preview of the store 
was held on Monday evening, March 20, 
at which a large group of friends of 
Herbert C. Rich, head of the firm, and 
his son Herbert C. Jr., who is asso- 
ciated with his father in the business, 
were present. Previous to the pre- 
view, a dinner was held at which the 
Rich family and the employees of the 
store gathered to celebrate the open- 
ing. 

The store is the last word in mod- 
ern shoe store design. The entrance 
doors are entirely of thick plate glass, 
nearly an inch in thickness. This fea- 
ture is one of the latest developments 
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in the manufacture of glass, which, 
besides being practically unbreakable, 
lend an outstanding appearance to tne 
store front and allow the maximum of 
natural light into the interior. 

The street floor, devoted to the Foot 
Saver department, has been entirely 
remodeled. Being only 17 ft. wide, a 
greater perspective of width is given 
the interior by large plate mirrors 
covering the walls to the left of the 
entrance and above the balcony to the 
right of the room. Finished in Prima 
Verra wood, the department has been 
made to conform to the customer’s 
utmost convenience in shopping com- 
fort. 

The men’s department is located be- 
low the street floor, entrance to which 
is by means of a staircase to the left 
of the store entrance. Instant atten- 
tion is drawn to this department by 
means of the large mirrors on the left 
wall of the street floor which reflect 
the men’s shop to the street level. The 
railing which separates the staircase 
from the street level, is of heavy plate 
glass with the exception of the hand- 
hold, so this in nowise obstructs the 
reflection. 

The second floor of the store was 
remodeled a short time ago and is de- 
voted to their higher-priced line of wo- 
men’s style shoes. The children’s de- 
partment is located on the third floor 
which it is planned to have remodeled 
and modernized in the near future. 


Trott Moves Store 


Fonp pu Lac, Wis.—A. F. Trott has 
moved his shoe store here from 150 
North Main Street to larger quarters 
in the Fischer Bidg., at 31 North Main 
Street. 


Adds Men’s Clothing 
Department 


TomaH, Wis.— The Peter Johnson 
Shoe Co. is remodeling its store here 
to include a men’s clothing department 
under the management of Martin Re- 
woldt, for the past 10 years manager 
of the Schultz Bros. store here. 


Changes in Import Duties 
The Custom House Guide has just 
issued its 1939 New York World’s Fair 


de luxe annual edition. A new feature 
outstanding this year has been the in- 
clusion of the exact wording of each 
of the 19 Reciprocal Trade Agreement 
rates of duty and other changes 
brought about by executive or legis- 
lative action, under each paragraph 
affected in the Tariff Act of 1930 
Section. 

U. S. Customs Regulations, although 
issued new in 1937, have been complete- 
ly revised in accordance with the Cus- 
toms Administrative Act of 19%8—the 
only such revised compilation of the 
regulations in print. 


RIDE TO SWIFTER 


PROFITS WITH 


SADDLE 
OXFORDS 


Never was the vogue for the con- 
trasting sport effects of saddle oxfords 
more on the upswing. Never were their 
-_ apenas ae greater. pe offers 

to you in 1939 smart ings in 
both men's and 's dels, 
backed by sixty-three years of expe- 
rience in fine shoe-making. Order to- 
day from your profit-pointing Bass 
Catalog of loor Footwear — or 
drop us a line if you've misplaced it. 
6. H. BASS & CO., Dept. BS-14, 
Wilton, Maine. 











Saddle Oxfords 


New Rates of Duties, in accordance 
with United Kingdom, revised Cana- 
dian all previous reciprocal trade 
agreements and changes through exec- 
utive or legislative action, appear oppo- 
site each commodity affected in the 
Alphabetical Index of 30,000 Commodi- 
ties, together with the Tariff Act of 
1930 rates in effect for German goods 
only. 

A Special Act Affecting Imports Sec- 
tion has been added showing various 
acts including taxes and processing 
taxes applying to imported merchandise 
or products derived thereupon. 

Custom House Guide (77th Year), 
1939 edition—Published by Custom 
House Guide, Box 7, Sta. P. Custom 
House, N. Y.—$15.00, plus postage. 





Stores Damaged by Fire 


NortH BALtTImore, 0.—Stock, equip- 
ment and fixtures were damaged by a 
fire in the Shebli Shoe Store at North 
Baltimore, O., March 9. Smoke and 
water caused most of the damage 
Cause of the fire was undetermined. 

Fire of unknown origin destroyed 
the stock and damaged the interior of 
a men’s clothing and shoe store owned 
by Robert Levine, at Fairport, O., re- 
cently. No estimate of the loss was 
given. Firemen battled the blaze for 

two hours. 
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TALKING WINDOWS START THE SALE 





ness with. 


Recorder Show Cards 
promote your store service! 


They equalize the prestige 
of manufacturers’ cards 
and signs by reminding 
window shoppers that it is 
you they actually do busi- 





color trim each month. 








Semples on request to show you 
hew they effectively give you a new 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
209 S. State St., Chicago, Ill. 
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IMFOOT SHOE COSMETICS throw a new light on 
the care of a woman's shoes. This “Beauty Treat- 
ment” enables her to keep her shoes factory fresh 
with cosmetics! That's something she can understand 
«++ something she takes to naturally. You'll be 
amazed at the new customers Trimfoot Shoe Cos- 
metics will get for you. 


Sold only in Shoe and Department Stores. Write 
today for complete details. 


he 


Woman's 
Own 
Language 


TRIMFOOT 


FOOT 








Store Keeps Sales Trophy 

Tenn.—S. Goldman, 
manager of Pollock’s Shoe Store, is now 
permanent owner of the large silver 
loving cup which he was assigned tem- 
porarily in monthly awards. The cup 
was offered by J. B. & W. G. Brown- 
low, Knoxville realtors, to their tenant 
who had won it the most months over 
a 12-month period. Each month the 
cup was temporarily given to a store 
which made the best showing in volume 
of sales as compared with the same 
month a year ago. The women’s shoe 
store, of which Mr. Goldman is man- 
ager, made a better record than any 
other store in more than a mile of 
retail store frontage for which the 
Brewnlows are agents. 

“We have a complete stock of 
women’s shoes, we keep up with the 
latest styles, and we give courteous 
service,” explained Mr. Goldman, when 
asked the reason for his unusual record. 
Spring sales are continuing good. Black 
patent and japonica are running “a 
close race for popularity,” he said. 





Marott on Vacation 


INDIANAPOLIS, IND.—George J. Ma- 
rott, head of the Marott Shoe store, has 
gone to Hot Springs, Ark., for an ex- 
tended vacation. He will return about 
the middle of April. 


Pony Express—1939 Version 


Nocona, TEeEx.— Miss Enid Justin, 
president of the Nocona Boot Co., here, 
was the sponsor recently of a Pony Ex- 
press of 15 men who raced on their 


MISS ENID JUSTIN 


horses to California. Miss Justin de- 
livered prizes to the winners—a $750 
cash prize, and a gold spike, a replica 


play at Treasure Island, San Francisco 
Golden Gate Exposition, which was 
donated by Bob Burns. The spike is 
particularly significant since this is the 
70th year of the Transcontinental Rail- 
road. Much interest was evinced in 
the progress of the Pony Express— 
newspapers carried daily stories, and 
announcements were made on the radio 
periodically as to the whereabouts of 
the men. 

The Nocona Boot Company was or- 
ganized in 1925. Miss Justin, daughter 
of H. J. Justin, is believed to be the 
only woman bootmaker. She began her 
training under the supervision of her 
father, by actually making boots. Since 
its inception the company has shown a 
gain each successive year. The present 
capacity of the plant is 100 pairs of 
boots per day. The products are sold 
both at wholesale and retail. 


Kessler to Manage 
Dorothy May Shop 


To.Lepo, O.—Aaron Kessler has been 
named manager of the new Dorothy 
May Shoe Shop which opened recently 
at 341 Summit Street, Toledo. The 
company has taken a long-term lease on 
the downtown store, which has been 
remodeled and redecorated, with new 
fixtures throughout. Mr. Kessler, a 
former Toledoan, has had many years 


of the original railroad spike on dis- of shoe experience. 





TO 
BUY 


Women's Shoes 


The patented Throat Opera 
IN-STOCK - ALL LEATHERS 


M. J. SAKS SHOE CORP. 
152 Duane St. New York City 


i eli el 


Dancing Shoes and Tap 


re 


FLEXIBLE TAP DANCING SHOES 


Lightening 
Step 
by 
NEW 
osco 
PROCESS 
IN-STOCK 
White Kid 
"s AA-4%-9 $1.50 
-B-C-2%-9. ¥ 1.50 
Misses’ 8.6.11. ¢ t. 
Children’s B-C-82-11 35 \ 


Owens Suoe Co. 25°, 





Shoe Store Begins 71st Year 


CHARLOTTE, N. C.—Gilmer-Moore 
Shoe Co. is a store so up-to-date and 
modern in its shoes, building and policy 
that it can afford to advertise the fact 
that it is “The Home of Fine Shoes 
Since 1868.” 

Beginning its 7ist year of business 
in the same block in which the original 
store was located, on South Tryon 
Street, the company takes pride in its 
age and the fact that it is serving the 
grandchildren and even great-grand- 
children of some of its first customers. 
But the slim, beautifully styled low- 
cut shoes the store sells today are far 
different from the high-top buttoned 
and laced ladies’ boots of the late 
1800’s, in which the store specialized 
along with trunks, hats, lingerie and 
various other sidelines. 

As a tie-in with the recent publica- 
tion of the golden anniversary edition 
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J. C. Cowen Named Weyand 
Sales Manager 


JACKSONVILLE, ILL.—James C. Cowen 
has been recently appointed to the post 
of sales manager of the Weyand Shoe 
Company, with factory at Jacksonville, 


J. C. COWEN 


and sales office at St. Louis, Mo., in the 
Marquette hotel. 

Mr. Cowen was formerly associated 
with the Hoge-Montgomery Company 
of Frankfort, Ky. This company was 
purchased by the General Shoe Corp. 
a little over a year ago and is now 
being operated as the Barrett Shoe 
Company. 

Mr. Cowen has been in the selling 
end of the shoe business for the past 20 
years. His father was associated with 
the old P. Sullivan Shoe Co. of Cincin- 
nati. From him, Jim got his first 
training in the shoe business. 





of the Charlotte News, the company 
displayed in its windows an old pair 
of baby shoes belonging to an old Negro 
woman and which had been bought at 
the store. The shoes have been worn 
by four generations and every one of 
the original purchaser’s children, but 
she won’t let them wear them out. She 
wants to keep them for future genera- 
tions. 

As an advertisements in the News’ 
50th anniversary edition, the manager 
made a reproduction of an old piece 
of wrapping paper used in the original 
store on which was printed a lady’s 
high-top boot and fancy house slipper. 
The paper, dated 1878, reads: “Pegram 
& Co., dealers in Boots! Shoes! in 
great variety. Hats, Trunks and 
Leather. Ladies’ and Gents’ Fine Gox’s 
A Specialty.” 

Two of the employees of the original 
Pegram & Co., T. T. Gilmer and Frank 
Gilreath, became owners and called it 
the Gilreath & Gilmer Co. In 1908 
five employees, Charles R. Moore, J. M. 
Griggs, D. H. Johnson, B. G. Furr and 


HUSTLE 
WITHOUT 
BUSTLE 


We're hustlers when 
the occasion demands 
but we don’t make any 
noise about it. Our serv- 
ice is as cheerful and 
quiet as it is speedy. 


IW 


HOTEL-CHICACGO 


LPH AND wt eo 


RA 








J. M. Renfrow, succeeded Gilreath and 
Gilmer, and themselves became owners, 
giving it its present name, Gilmer- 
Moore Co. Owing to the death of Mr. 
Moore and the withdrawal of Mr. Ren- 
frow, the other three are now the own- 
ers, Mr. Johnston being president anc! 
treasurer; Mr. Griggs, vice president, 
and Mr. Furr, secretary and assistant 
treasurer. 

Another item of tradition of the store 
is a huge reproduction of an old-fash 
ioned man’s gaiter shoe, which M1 
Moore had made, and which has fre 
quently been used in window displays 
It also has been much in demand b) 
children, who use it in “Puss-in-Boots” 
plays, and who have taken it all ove 
the State of North Carolina. 

Gilmer-Moore Co., essentially a 
family shoe store, has been more than 
a name to shoe shoppers of this com 
munity for the many years it has been 
in business. It is an institution whos: 
honesty of purpose and high ideals 
have made it famous throughout this 
section. 

As Mr. Johnston says, “Because we 
have grown up with Charlotte we fee! 
especially fitted to cater to the foot- 
wear needs of its people. We have 
lived with Charlotte in prosperity and 
depression, adjusting ourselves at all 
times to meet the needs of its citizens 
under very changing conditions.” 
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Nazi Coup Nullifies Czech Trade Pact 


[CONTINUED FROM PAGE 17] 


can be shown that specific exports are 
not subsidized by barter policies, will 
apply to shoes hereafter exported from 
Czechoslovakia seemed uncertain. 

Under instructions issued by the 
Treasury Department on March 18, 
estimated countervailing or penalty 
duties of 25 per cent of the invoice 
value can be imposed over and above 
the existing rate of duty on goods im- 
ported directly or indirectly from Ger- 
many after April 23. The action, 
taken under Section 303 of the Tariff 
Act of 1930, can apply to all shoes 
considered to be products of Germany 
if it is determined that the imported 
goods are being subsidized by the Ger- 
man Government. 

The off-hand opinion was expressed 
that until the agreement is officially 
terminated, other nations enjoying 
most favored nation treatment can con- 
tinue to export shoes into this country 
at the tariff reductions established by 
the Czechoslovakian trade pact. It was 
pointed out that the Netherlands, which 
started exports of shoes to the United 
States for the first time in June, 1938, 
wholly as a result of newly-established 
Bata operations, can continue its ex- 
portations and receive the tariff rate 
reduction made under the trade agree- 
ment with Czechoslovakia. 

The Netherlands, according to De- 
partment of Commerce figures, ex- 
ported to this country 3480 pairs of 
women’s shoes in June, 1938, and this 
increased to 18,343 pairs in July, 
dropped to 3600 pairs in November 
and increased again to 19,200 pairs in 
December. The bulk of these ship- 
ments were reported to be of the 
cemented sole type with about half of 
the shipments of the McKay sole type. 

Figures compiled on shoes coming in 
from Czechoslovakia present a rather 
inconclusive picture as to the effects 
to date of the trade agreement, offi- 
cials say, because of the extraneous 
factors. The figures show that there 
were 53,919,000 pairs imported from 
Czechoslovakia during 1938 or about 
$00,000 pairs less than in 1937 and 
that while the imports increased after 
the agreement was signed they subse- 
quently fell off, striking an average of 
around 200,000 pairs a month until 
October, 1938, when shoe imports 
dropped to 77,000 pairs in the wake of 
German demands made on Czechoslo- 
vakia at that time. The imports shot 
up again, however, in December to 
240,000 pairs and later figures are not 
available. 

7 - =< 


Future of Bata Shoe 
Industry Uncertain 


New York—That the collapse of 
Czechoslovakia as a sovereign and in- 
dependent nation will have far-reach- 
ing repercussions on the shoe industry, 


the effect of which will be felt in the 
United States almost immediately, was 
generally conceded throughout the 
trade this week, but the future status 
of the vast industry which the late 
Thomas Bata created at Zlin, near the 
Slovakian boundary in Moravia, was 
clouded in uncertainty. 

By wireless from Paris came vague 
reports that Jan Bata, present head of 
the shoe empire that has grown to 
such enormous proportions in the com- 
paratively few years since the elder 
Bata learned the American way of 
shoemaking in factories here following 
the World War, had fled by airplane 
to Bucharest, Rumania, and from there 
to Belgrade, in Yugoslavia. Meanwhile 
rumors reported him planning to come 
to America, but these reports could 
not be traced or verified, nor could 
any direct information be obtained 
from Bata offices here. 

John B. Atkinson and Sam Smith, 
American representatives for the Bata 
firm, were in Europe and reported 
planning to sail from Cherbourg on 
the Queen Mary, March 18, for the 
United States.- In reponse to a radio 
message which Boot AND SHOE RE- 
CORDER addressed to Mr. Atkinson 
aboard the Queen Mary, the latter re- 
ported by radio that the message was 
undelivered and that Mr. Atkinson was 
not on board. 

Jay Otis Ball, president of the Na- 
tional Boot and Shoe Manufacturers 
Association, which organization waged 
such a strenuous battle against the 
granting of trade preferences to the 
Czechoslovakian shoe industry under 
the preferential trade agreement nego- 
tiated by Secretary of State Hull with 
that country in 1937, declined to com- 
ment in any way on the possible effects 
of the political developments in Central 
Europe on the American shoe industry. 
He said it would be futile to indulge in 
any speculation until such time as the 
rapidly changing situation abroad had 
a chance to crystallize. 

One of the most potent factors that 
will tend to operate against shoe im- 
ports from Czechoslovakia in the fu- 
ture, according to the belief of many 
trade factors here, is to be found 
wholly outside of the tariff restrictions 
in the antagonism against German 
products by powerful consumer groups 
that have not hesitated to employ the 
boycott as a weapon and which have 
already succeeded in compelling many 
important department stores and other 
retail outlets to discontinue the sale of 
various lines of goods made in Ger- 
many. How far these retaliatory mea- 
sures will be carried against products 
of the Czech provinces now under Ger- 
man protectorate remains to be seen, 
but already there is evidence of agita- 
tion against the sale of such goods in 
this country. 


Shoes in the Man’s 
Wardrobe 


[CONTINUED FROM PAGE 16] 


colored trimmings, and variety of de- 
sign, also pastel colored buckskins, and 
white bucks with perforations which 
will be in harmony with our “air- 
conditioned conscious” public. We 
shall see two-tone shoes combining 
grey and dark grey, beige with saddle 
tan, and thin fabric shoes for the very 
hot weather. To complement the new 
acceptance of coat, shirt and shorts, as 
well as slacks, sandals in variety of 
design should be advocated because of 
their comfort and casual appeal, also 
the barge design, Norwegian, moccasin, 
and braided leathers in the Huarache 
type, not forgetting a variety of crepe 
soles for the different categories of 
sport wear. In view of the breakaway 
from past regimentation and standard- 
ization, more encouragement should be 
made with new style appeal in foot- 
wear than ever before, which will 
bring about a greater acceptance once 
standardization is eliminated in the 
minds of the consumer. Just compare 
the variety of shoes a woman has in 
comparison to the meager few pair a 
man has in his shoe wardrobe. Pag- 
eantry for the feet can personalize a 
man’s foot, which is highly desirable 
as compared to merely a_ utilitarian 
shoe. 

For next Winter the three-quarter 
high shoe should be advocated for cold 
and inclement weather, as well as Win- 
ter sports, because of its health influ- 
ence, with a greater support to the 
ankle, which will be exceedingly desir- 
able to men who do not wish to wear 
spats. This shoe looks very well with 
heavy tweeds and cheviots, and should 
be advocated as an extra shoe, par- 
ticularly to all men who live in the 
suburbs and country. 

A shoe to complement Cutaway suits 
of a formal day nature, and the semi- 
formal Director’s suits, should be con- 
sidered, and a three-quarter black shoe 
with a box cloth upper with five but- 
tons, or as an alternate with a laced 
boot with a cloth top, looks exceedingly 
smart with these formal day garments. 


Stores Participate in 
Fashion Event 


MANCHESTER, N. H.—Hoyt’s Shoe 
Store, John’s Shoe Store, New Idea 
Shoe Co., Shaka’s Shoe Store and Thom 
McAn’s were among participants in 
the Manchester Merchants’ Parade of 
Fashions, held under auspices of the 
New Hampshire Display Club, recently. 

A feature of the showing of new 
styles was a window display contest 
for the Manchester Union-Leader silver 
trophy. The newspaper also dorated 
first and second prize ribbons. Boston 
display directors were named as judges. 
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WORLD'S LONGEST 
WEARING HEEL... 


STA -TITE 


PANTHER PANCO CO. 





CHELSEA, MASS. 





Shoe Men Take Part in Display Festival 





Wichita Merchants Display Colorful Footwear in Annual 
Event—Shoe Men Optimistic Over Promising 
Easter Business 


WicuHitTa, Kans.—Local shoe retail- 
ers participated in the annual window 
display festival staged under the direc- 
tion of the Window Display Men’s 
Guild of the Chamber of Commerce. 
Window displays of colorful footwear 
attracted the attention of hundreds who 
viewed the annual event. 

Shoe merchants were optimistic over 
the outlook for a big Easter business. 
The first warm days of March brought 
out shoppers and several dealers re- 
ported business ahead of the same 
period a year ago. Wichita shoe mer- 
chants smiled over the attempt of a 
Missouri legislator to place a law on 
the statute books forbidding women to 
wear open heel and toe footwear except 
for a few months in the year. They 
predicted women would buy fashion 
footwear law or no law. 

At the Miller Boot shop, John Boer- 
ger, manager, declared the open toe 
and open heel was selling, but not in 
proportion to the closed heel. Black 
patent was still the leading item, with 
japonica and blue close seconds. 

Manager Williard of the A. W. 
Hinkel shoe department reported many 


customers brought into the store by an 
attractive window display tying up 
with National Red Cross Shoe week. 
Four colors leading sales included black. 
fresh earth, japonica and blue. 

Ned O’Neal of Jones-O’Neal said he 
looked for a big Easter business and 
that black patent still held the lead. 
“Not in twenty-five years,” he declared, 
“have we had such satisfactory busi- 
ness as on Archlock shoes. Women with 
foot troubles have been so relieved that 
they are repeat customers. A special 
moving display of the shoe in our win- 
dow has attracted much attention. It 
is the only insulated shoe made, in- 
sulated against both heat and cold.” 

Business is ahead the last two weeks 
over the same period a year ago accord- 
ing to Ray Miller of Walk-Over. All 
colors in women’s shoes are selling, 
while men are buying lots of tan. 

All types of footwear and particular- 
ly black patent and Titian tan are sell- 
ing at Florsheim’s according to Man- 
ager A. Halcomb. “We have had a good 
business in gold and silver evening foot- 
wear, beautiful shoes for a big evening, 


and this is the first time our store has 
handled these shoes.” 

Mrs. M. Topping is the new manager 
of the children’s shoe department of 
the A. W. Hinkel store, although she 
has been with the company iy other de- 
partments for eleven years. The Billi- 
ken line has been stocked and “we ex- 
pect to do another big year in kedettes. 
We have built up a good business in 
footwear for juveniles up to seventeen 
years of age. The nearer the shoe is 
patterned after the grown-up footwear 
the more popular and easier it is to 
sell.” 

Electra Osborn will take over the 
hosiery and bag department at the 
Farha bootery on April 1, Louise Craw- 
ford, owner of the department, is leav- 
ing for Colorado Springs, Colo., to 
make her home. Miss Crawford has 
been with the store for three years and 
has built up a big customer list. 

Douglas Locke, nephew of the fam- 
ous Dr. M. W. Locke of Williamsburg, 
Ontario, spent three days in the Walker 
Bros. shoe department the week of 
March 138-18. He was trained in foot 
problems by his uncle and came here to 
assist in the opening of the new shoe 
department. 

The main floor shoe department of 
Rorabaugh-Buck took part in the store- 
wide observance of its thirty-seventh 
anniversary. An unusually large and 
fine showing was made of shoes in the 
new trends, open backs, open toes, 
stitching, perforations and hand em- 
broidery. 

Manager Frank Highland of the 
Innes shoe department offered sports 
shoes in connection with a fashion show 
of sportswear modes in the Innes tea 
room, and also had a window of beauti- 
ful shoes 


New Flat-Back Shoe Form 
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The two gradings in every size run each have different heel heights. 
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ro-tek-tiv Shoes 


HELP NORMAL FEET GROW NORMALLY 


and are truly "THE SHOES OF TOMORROW—TODAY" 


Posture 


Perfect grading for size and proportion possible in these shoes, 
as explained in a previous announcement, would still fall short 
of its purpose of giving correct poise and fit if the same attention 
were not given the heels as well. In HEELS also there are TWO 
gradings in every size run, and a definite change in the pitch 
toward the outside. This makes for correct posture. Note the 
graduation both in height and angle as shown in the illustration. 


This is found only in Pro-tek-tiv Shoes. 


Read THE WHOLE STORY in our newly issued book 
“The Shoes of Tomorrow—Today” 
which also illustrates and describes twenty-six styles 


CARRIED IN STOCK. 


Send for it today. 


Sr 
! 
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Explains Superiority of 
American Leathers 

York, Pa. — European manufac- 
turers, recognizing the superiority of 
American leathers, are increasing their 
imports regularly, J. V. Lobell, of Balti- 
more, told the York Shoe Retailers’ As- 
sociation at its March meeting. Mr. 
Lobell is head of the Cavalier Corp., 
manufacturers of leather dressings and 
shoe polishes. He spoke on the subject 
“American Leathers and Their Fin- 
ishes.” 

Mr. Lobell described the processes of 
tanning American leathers and their 


PENNSYLVANIA 


finishes, showing their superiority over 
leathers from foreign countries. He dis- 
played a number of skins and hides 
from various leading American tan- 
ners. He explained the tensile strength 
of various leathers and elaborated on 
the finishing of leathers and the need 
of the proper ingredients to bring out 
the brightest finishes. He displayed a 
complete line of his company’s prod- 
ucts and stressed the importance of 
selling shoe dressings of known quality. 

During the afternoon Mr. Lobell was 
taken on a tour of the city by the local 
shoe men, visiting manufacturing plants 
and retail stores. He later expressed 
his praise for the cleanliness of the 


1% to3 





E PHENS-EMBRY CO. inc 


city, the fine stores and progressiveness 
of the merchants. 

Another guest at the meeting was 
John F. W. Anderson, New York City, 
research editor of Boot AND SHOES 
Recorper. Mr. Anderson has been mak- 
ing a survey of the distribution of 
shoes, using York as one of the cities 
in the survey. 

M. L. Leibowitz, association presi- 
dent, was in charge of the meeting. The 
committee in charge was composed of 
Michael Britcher, chairman, L. R. Sap- 
pington, Philip Snyder and Charles 
Martin. 

Ten new members were reported 
added to the association’s roster. 
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SALESMEN WANTED 


SALESMEN 


WANTED 


BUSINESS OPPORTUNITY 








which you have been traveling. 


Ww ANTED —Salesmen for established manufacturer of 
men’s high-styled dress Welts made to retail 

at $3 and $4; boys’ at $3, selling direct to retailers, all shoes carried 
in stock. Special inducement for volume orders. Fine opportunity 


for experienced salesmen with established business. All communica- 
tions held in strictest confidence. Give experience and territories in 


Address—R. E. Craddock, c/o Specialty Division, Craddock-Terry Shoe Corp.,Lynchburg, Va. 

















$10,000 


You can earn that or better, if you 
have a following who can use a 
sandal in volume. Strictly confidential. 


Address: Ne. 175 ¢/e BOOT & SHOE RECORDER 
treet, Boston, Mass. 

















N_ unusual of children’s Good Year must x> well known the trade, li th Sandal factory to be 
A Welt shoes carried in stock for territory, and own a car. Address $170, care 
Ohio. References, must _sccompas: Boot & ‘Shoe, Recorder, 239 West 39th Street, 
letter, otherwise be ignored. ress New York, N. details. Address 
| 0 care Boot & Shoe Recorder, 140 Federal RELIABLE aloo: factory “Bas, opening Tor 
St., ‘Boston, Mass. —- salesmen i ter- 
Snappy Slippers, Beach dl. Wi Towa, North 
Gantt Basis. 


elts for 
Address £173. care Boot & 
9h Street, New 


oy ay of in-stock bett P 
A* r er grade uritan 


covering trade. 
& Shoe Sesender, 239 
York, N. Y. 


PROFIT and 
Rs method 


fontaine, Ohio. 





WE. are looking for a desirous location in 
Minnesota, Iowa, Wisconsin or No. Dakota. 
Would like a department in a ladies’ ready-to 
wear store or in a medium to small department 
store, wherein we could do a volume of from 
$15,000 to $30,000 Tr yest. exclusively in 
women’s footwear. carry merchandise 
to retail within the price range of $5.85 to 
$8.85. If interested write $174, care of Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








HELP WANTED 








aw - 30 and 45 years of 
territories: 








SHOE salesmen, pecoumaly exes experienced, for 


exclusive New York "s specialty 
shop, 25 to 40 years old. “lien $177, care 
239 West 39th Street, 





Virginla, ‘Nosth and South Geor 
irginia, ina, gia 
Flori I Nebraska, | D North and B & Shoe R order, 
th > Teme, Collerale, ty well known Ne ¥ iN. : 
om pular live 














St. Louis-Chicago-Detroit 


A real opening for man who can 
sell a line of $2.00 sandals to 
volume buyers. 


Address No. 167, 
e/e BOOT AND SHOE RECORDER, 
140 Federal Street, Boston, Mass. 


























POSITION WANTED 





ExPERT Goo ee, SS eee See 

and experience in every in the manu- 

facture of shoes, recently arrived in America 
connection with reliable shoe 


manufac- 
in 






IX COMPLETELY TRI 
WS IN THE SHOWROOM OF DOWN- 


TOWN DISPLAY CO., 136 WEST > 
bf.) NEW YORK. LET’S MAKE 

















S YPSRINTENDERT wanted for 1.98 

opened in New and 
Liberal remuneration, but must have soneed of 
accomplishments in the above field. Give al! 


$176, care Boot & Shoe 
penaseer, 239 West 39th Street, New York 









WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y 


Telephone WORTH 2-5180-518! 











WE BUY 
us Wholesale and Retail 


IRVIN RUBIN 
“The House of Jobe” 


88 Reade St., Cor. Chu 
Phone Barclay ie 887 New Yok City 














Buyers of Surplus Stocks 


We will buy surpive or entire stecks of shoes 
from or retailers. 


and department stores to carry side line 
Liberal commission. Address $168, care Boot 
& Shoe Recorder, 239 West 39th Street, New STORE FOR RENT 6804 jobbers or 
York, N. Y. ——— Street, gine eam heat, eu, window QUANTITY NO OBJECT 
WANTED. Seleeman for Southern Indians | jor ienant. Englewood 2035. 
pi # for men’s eten made pet shoes, FoR RENT Shoe with fixtures in Leaks- 106 Duane St. 
can : 


KIRSCH-BLACHER CO., Inc. 
New York 
Phone WOrth 2-5877 and 5378 

















For all 





other classified 
When a box number is desired twelve words should be added for the address. In 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- | 
mum advertisements the rate is 7 cents per word. Minimum 


charge, $1.25. | 
all other cases each word of the 








Ends and Instructions 
= reasonable. Hascall E. Watson, Belle 

























advertisements is $5.00 an inch with a maximum of 46 words. 
advance. 
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FOR SALE 
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MERCHANTS’ NEEDS 








FACTORY FOR — 


pf ENGLAND SHOE FACTOR 


SHOES. A 
OST. RENT OF BUILDING ALL PAID 
FOR NINE YEARS. 
Address oe 169 c/o BOOT & SHOE RECORDER 
Federal St., Boston, Mass. 














LINE WANTED 


vas Women’s Novelties, pppular 


Established — a Saarece $172, care Boot 
& Shoe > ee 39 West 39th Street, New 
York, N. 
a, a WANTED—for North and South Caro- 
Georgia and Florida. Can furnish 
vet of references. Leon Schmerbach, 611 
West 148th St., New York City. 











WANTED TO PURCHASE 


Ln GE RESPONSIBLE sus MANUFAC 
TURER UNABLE TO FILL GROWING 
EMAND FOR ITS PROD + a ba Sy, 
ESTED SECURING CONTROL FAC. 
TORY IN NEW ENGLAND MAKING $i. 98 
LADIES’ SHOES ON CEMENT PRO 
BUYING OUTRIGHT OR AFFILIATING 
FINANCIALLY. PLEASE REPLY STAT. 
ING NUMBER cass 


NOW MAKING 
DAILY, ALSO PARTI RS. 
ADDRESS $127, CARE BOOT & SHOE 
RECORDER, 239 WES EET. 
NEW YORK, N. Y. 


ST 39TH STR 
MERCHANTS’ NEEDS 


























aR 
»O ~ 50 2450 








Wage and Hour Act 
Committee Named 
(CONTINUED FROM PAGE 28) 


with the appointment of an Industry 
Committee, as far as we know,” con- 
tinued Mr. Ball, “was on the part of 
the New England Shoe and Leather 
Association. Early in October and 
through November and December, the 
secretary of that association advised us 
of his conferences with officials in the 
Wage and Hour Administration in 
Washington, and of his efforts to pro- 
mote the formation of an Industry 
Committee by suggesting names of in- 
dividuals for the committee. We have 
made no recommendations or sugges- 
tions as to appointment of members of 
our association on the committee. 

“In fact,” said Mr. Ball, “four shoe 
manufacturers on the committee, rep- 
resenting the Farmington Shoe Manu- 

ng Co., Dover, N. H.; H. O. 








STipNOIT so 


Reg. Pat. Pending 


HOSE SAVER with the Inverted Air Cushion 


NO MOISTENING 


INSTANTLY 
APPLIED 


STAYS IN PLACE 
PERMANENTLY 


Fast selling and profit- 
able. Eliminates costly heel 
adjustments. Slip Nott is 
absolutely the only Hose 
Saver on the market not af- 
fected by the heat of the 
foot. It never slips out of 
place. Leading shoe men 


catalog of our 
foot appliance line. 


acclaim it the outstanding 
appliance of its kind. 
Obtainable 


finding jobbers or write di- 
rect to us for sample and 


at leading 


complete 


MODERN ORTHOPEDIC APPLIANCE co. 


EW YORK CITY 








Rondeau Shoe Co., Farmington, N. H.; 
Wiley-Bickford-Sweet Corp., Worcester, 
Mass.; and Fein & Glass, Inc., Reading, 
Pa., are not members of the National 
Boot and Shoe Manufacturers Associa- 
tion.” 

Mr. Ball added that officers of the 
member companies of the National 
Boot and Shoe Manufacturers Associa- 
tion appointed on the committee are 
from the Endicott Johnson Corpora- 
tion, Endicott, N. Y.; the Florsheim 
Shoe Company, Chicago, Ill.; General 
Shoe Corporation, Nashville, Tenn.; 
International Shoe Company, St. Louis, 
Mo.; and Unity-Grossman, Inc., New 
York City. 

According to his understanding of 
the law, Mr. Ball said, the duties and 
responsibilities of the Industry Com- 
mittee are limited to recommending to 
the Administrator an upward revision 
of the minimum wage from 25c. an 
hour as now in effect, with a maximum 
of 40c. an hour as soon as possible 
without substantially curtailing em- 
ployment in the industry. “While the 
appointment of the committee is of 
interest to the industry at this time,” 
he continued, “there are some miscon- 
ceptions in the industry regarding the 
authority and definite limitations of the 
functions of the committee. Judging 
from correspondence and _ telephone 
calls received, there are some in the in- 
dustry who do not know that the In- 
dustry Committee has no authority re- 
garding regulation of hours, exemp- 
tions for seasonal industries, learners, 
apprentices, handicapped workers, ad- 
ministrative and executive employees, 
etc., such matters being stipulated in 
the Act or coming under the direction 
of the Administrator. 

“The principal interest of the Na- 
tional Boot. and Shoe Manufacturers 
Association,” Mr. Ball concluded, “is 
regarding compliance and enforcement 


ee 
shoe Re-§ . 


har ping Devices 


Alter Shoes to Fit 
Abnormal Feet 








records searched 
for "ANY vb or Trade Mark 








of the terms of the Act, as was so 
clearly expressed by Mr. Frederick A. 
Miller, chairman of our Board of Direc- 
tors, in his annual address at our con- 
vention in Chicago in January, in order 
that neither injustices be suffered by 
any individuals or groups in the indus- 
try, nor unfair advantages accrue to 
others.” 


To Exhibit at Leather Show 


New York—J. G. Curtis Leather Co. 
is to occupy Booth 15 at the official 
opening of American Leathers, Wal- 
dorf-Astoria, March 27 and 28, accord- 
ing to an announcement by the Tan- 
ners’ Council. 





